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+ metal moulding floor display unit 
ains 8 tubes of ‘‘easy-to-install" consumer 
apes conveniently cut to 6 ft. lengths, ready 
wrapped and complete with screws and nails. 
Full color counter display card and 100 six 
ee consumer folders show uses of ''Trim-it- 

ourself'' and explain the ‘simple as |-2-3" 
method of installing. Unit occupies less than 
2/2 square feet of floor space in your store. 





! ZA 


g 
Through your store daily pass hundreds of home- a: 
makers eagerly searching for new ways to improve mo 6072 
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and beautify their homes. CHROMTRIM "Trim-it- aa a 
Yourself" Metal Mouldings reveal countless oppor- heed PU! 
tunities for anyone who can wield a hammer to make 139 
his own home improvements or repairs and beautify Tel 
every room from cellar to attic with lustrous metal IN 
trim. The "Trim-it-Yourself' merchandising display 180 
dramatizes the many installation possibilities of eight NNO ——— Al 
practical metal moulding shapes. Complete with “Zo i N. 
instruction folder, nails or screws, ''Trim-it-Yourself" Aa } Stu 
fulfills the quest of every homemaker. One "Trim- — Per 
it-Yourself'' unit will prove to you why hundreds of ore SHOE ncrunros ph 
other dealers are ordering refills for this popular SIDE CORNER sul 
profit builder. Ee St 
tS All 
NATIONALLY ADVERTISED — NATIONALLY ACCEPTED Po: 
-— _ + agama a = —— Sold Only Through a Nation Wide state NOsiNG an onal cel 
Bde — Co., Inc., 295 Fifth Ave., New Yor' Distributor Organization We 
; Please send complete ‘'Trim-lt-Yourself" literature and prices . 

| or/and catalog on regular Chromtrim line of 80 shapes. ...... 








100 --— geauaapaaaia R. D. WERNER CO., INC. ak 




















ere Manufacturers of Metal and Plastic Products a 

| City . ates raced ea ... Zone State x 

| Your Distributor's Name oo... 295 FIFTH AVENUE pisvad YORK 6. (No-t. | of 
and address «0.0.0.0... pcre f ; Factories: New York, N. Y. — Greenville, Pa. c 

Please check nature of your business: 


Distributor... ..... Dealer Dept. Store........... 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with fair 
wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the free enterprise system as the basis of a more abundant and 
meaningful life for all. _ 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. 


Ine. The Editors 
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PROTECT POROUS MASONRY 
SURFACES AGAINST WATER 
SEEPAGE WITH AAY-7/7E 


National interest in 
this product creates added 
traffic and sales for you! 











Water SEEPAGE is a national problem! Every rainfall brings seepage to porous masonry 
buildings in varying degrees. You can cash in on the country-wide interest in controlling 
water seepage by stocking and promoting Kay-Tite. No wonder Kay-Tite is a sure-fire item, 
for it provides a real, practical answer to water seepage problems. 


Kay-Tite is made of finely ground, inorganic powders, which help to correct water seepage 
problems in porous masonry by penetrating into the masonry and sealing the pores. 


You can recommend Kay-Tite enthusiastically, for its performance has been proven ON-THE-JOB 
by builders, masons, architects and satisfied home-owners. Send for the profitable, fast- 
selling Kay-Tite $20.88 Deal, uniformly priced from Maine to California. Clip the handy coupon 
today. Kay-Tite Company, West Orange, N. J. 
































Kay-Tite Company, West Orange N. J. al 


Send us the Kay-Tite $20.88 Deal—é tee ee co oe “ ae 
cans White, 6 cons Grey. My cost $20.88. frat 'g eee ee ee \ ct, 
Total Selling Price $34.80. Also available oe “el I i nN” cates é : one 


in 50-ib. drums. List price $11.00 ie 
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VALUE OF CHICAGO’S HOME PERMITS IS DOWN for the first 


quarter of 1947. Permits for homes and apartment units totaled 
2,891 with a valuation of $21,042,735. Chicago region is more than 
1,500 units behind last year for the same period; the valuation is 
off by nearly $10,000,000. 

LUMBER PRICES WERE CUT SHARPLY by two Springfield, Ill., 


dealers, an indication, perhaps, of things to come. One yard 
announced a cut of 22 percent. Soon afterward, a competitor an- 
nounced “lumber prices slashed 25 percent.’’ Select dry yellow pine 
was advertised at $87.30 per thousand—no quantity limit. 
HOUSING CONTROLS WILL NOT BE LOOSENED, declared Ex- 


pediter Frank R. Creedon, despite reports to the contrary. Creedon 
claims it is still essential to the housing program to limit nonresi- 
dential construction. Two billion dollars worth of nonresidential 
construction was denied last year. 

BOX CAR OUTPUT WILL BE QUADRUPLED by early summer if 
the hopes of the Office of Defense Transportation are realized. 


LUMBER-BUILDING MATERIALS SALES DROPPED five percent 


in February, the U. S. Bureau of the Census reports. However, sales 
for the first two months this year show a gain of 22 percent when 
compared with the same period last year. 


BORROWING FOR HOME OWNERSHIP IS DECLINING, accord- 


ing to figures compiled by the United States Savings and Loan 
League, which has monthly studies by 47 representative savings 
and loan associations scattered from New York to Arizona. The 
composite figure for these associations shows that the average loan 
dropped from $6,176 last October to $4,026 in February. Two 
factors, says the League’s committee on management are respons- 
ible: levelling off of prices on existing properties; outside of veterans 
loans, many associations are looking for larger down payments on 
the part of borrowers. 


OUTPUT OF BRICK AND TILE IS INCREASING, reports the Struc- 


tural Clay Products Institute on the basis of figures supplied by the 
U.S. Bureau of the Census. Production of brick in February totaled 
334 million compared with 292 million a year ago; output of struc- 
tural clay tile was 94,600 tons, a gain of 70 percent. 

BUILDING CONTROLS WILL NOT END JUNE 30, according to a 


consensus of Washington observers in the construction field. Al- 
though new rental property is likely to be freed of control, current 
rental property will probably be controlled into next year. 

PRICE TROUBLE IS AHEAD ON FINISHED HOMES, a spot survey 


around the country indicates. Newly built homes are not being 
bought as promptly as expected and the asking price on older 
homes is considerably less than they were a year ago. New hous- 
ing starts are not up to predictions. 


ACTIVE SUPPORT OF THE WOLCOTT BILL is important to free 


the industry from all controls. NRLDA spokesmen have testified in 
its behalf. This bill would eliminate priorities, subsidies, guaranteed 
markets, allocation of materials and the Office of Housing Expediter 
itself. Controls on commercial and industrial construction would 
be lifted and rent controls on new construction eliminated. 


BATTLE TO DEFEAT T-E-W (FORMER W-E-T) BILL is now being 


waged in Congress. This bill (S-866) is now being served up as a 
medium to stimulate credit—of which there is already enough. For 
details, see News and Trends. 
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NEW PRICE POLICY 


E. L. Bruce Co. will protect 
buyers-of hardwood flooring 


UNDER a new “firm price pol- 
icy,” builders who place orders for 
hardwood flooring with E. L. Bruce 
Co., Memphis, will know exactly 
what their delivery price will be. 

This new policy designed to pro- 
tect builders against any price in- 
creases that might occur before ship- 
ment is an important step toward 
stabilizing home building costs. The 
policy applies not only to new or- 
ders, but to all flooring orders on 
file. 

“Of course hardwood flooring rep- 
resents only a small percentage of 
the total cost of materials that go 
into a house,” said Walter J. Wood, 
general sales manager for Bruce, 
“and we realize that our action alone 
will be just a starter in the program 
of providing more housing at a rea- 
sonable price. It is our hope, how- 
ever, that other building material 
manufacturers will follow suit. 

“We have made every effort to 
hold prices down to a reasonable 
level and prevent a runaway market. 
Our current flooring prices, along 
with those of several other of the 
larger manufacturers in our indus- 
try are at least 25 percent below the 
going market. 

“We believe that the reasonable 
and moderate price policy to which 
we are committed will in the long 
run prove more profitable to us and 
to the building industry than would 
a policy of taking all the traffic will 
bear.” 


I-E HOUSE 


Floor plans, other details 
will be announced shortly 


EXCEPT for minor details, the 
floor plans and engineering details 
of the industry-engineered house are 
completed, Andrew L. Harris, exec- 
utive secretary of the Producers’ 
Council announced. The Council is 


- joint sponsor of the project with the 


National Retail Lumber Dealers As- 
sociation. 

Three basic designs and four vari- 
ations of these designs will be 
offered.. There is a minimum one- 


bedroom unit; a two-story, two bed- 
room house and an L-shaped, two- 
Variations involve 


hedroom house. 
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the addition of basements and _ re- 
arrangement of rooms. 

The houses will represent “the 
minimum dwellings of quality that 
the public is likely to find accept- 
able from every viewpoint,” says Mr. 
Harris. 

“Savings in distribution should 
arise not only from the lower inven- 
tories resulting from standardiza- 
tion, but also from the fact that 
every dealer can afford to keep all of 
the standard parts in stock at all 
times. Costly delays in building, 
which result from the need for or- 
dering house parts from the factory 
and then waiting for those parts to 
arrive, will be greatly reduced. Deal- 
ers will enjoy further savings from 
easy assembly or packaging of ma- 
terials and can effect additional 
economies by mass pre-cutting and 
pre-assembly of materials in’ their 
own shops prior to delivery.” 


COSTS 


Majority of contractors polled 
believe peak has been reached 


FIFTY-THREE percent of 268 
general contractors in all parts of 
the country believe that the peak in 
construction costs has been reached, 
F. W. Dodge Corp., fact-finding or- 
ganization for the construction in- 
dustry, reports. 

The opinion was at least 2 to 1 in 


New England, the South Atlantic 
states and the east South Central 


states that costs have attained their 
peak. However, contractors in the 
Pacific states expect about a 12 per- 
cent increase during the current cal- 
endar year. 

The minority, or 126 general con- 
tractors, believe that further in- 
creases can be expected. These will 
range from 8.7 to 10.2 percent above 
current levels, it was believed. 


LABOR 


20-cent increase for drivers 
in 15 western New York yards 
DRIVERS for 15 yards in west- 
ern New York were granted a 20- 
cent per hour increase under a re- 
cent contract signed between the In- 
ternational Brotherhood of Team- 
sters (AFL) and George H. Pearce, 
representing the operators. 
The increase brings the hourly 
rate for truck drivers to $1.30. 
The companies involved in the 
settlement are: Bison Lumber Co., 
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Inc.; Black Rock Lumber Co.; 
Blanchard Lumber & Mill Co., Inc. ; 
John Fischer & Co., Inc.; Frontier 
Lumber Co., Inc.; Heinrich Lum- 
ber, Inc.; E. N. Hager Co.; John H. 


Mack Lumber Co.; Montgomery- 
Mallue, Inc.; Queen City Box & 
Lumber Co.; River Road Lumber 


Co., Inc.; Sullivan Lumber Co.; 
Wenz-Mann Lumber Co.; J. N. 
Whissel Lumber Co., Inc., and Zim- 
merman Co., Inc. 


FHA's POSITION 


Self-supporting federal agency 
prepared for record business 


PREPARED for the largest vol- 
ume of business in its history, the 
Federal Housing Administration en- 
tered 1947 with net resources ex- 
ceeding 147 million dollars and cur- 
rent income approximating 
$3,500,000,000 a month, Commis- 
sioner Raymond M. Foley an- 
nounced. 

FHA is completely self-support- 
ing and both income and assets are 
the largest since it was established, 
Mr. Foley said. They represent a 
gain in 12 months of 19 percent over 
the gross income of $2,930,000 a 
month at the beginning of 1946 and 
of 12 percent over the net resources 
of $130,900,000 at that time. 


gross 








fees, premiums and investments 
from June, 1934 through December 
1946 amounted to $234,900,000 and 


operating expenses totaled $141,- 
700,000, leaving a net income for 


the 12% years of $93,200,000. Net 
income after expenses last year was 
$24,143,120. 

Pointing out that FHA’s resources 
had been built up during a period 
of rising prices and unusually heavy 
mortgage prepayments out of war- 
time incomes, Mr. Foley declared 
that the true test of FHA’s financial 
strength has yet to come. He said 
insuring activities are now eXxpand- 
ing rapidly and continued large 
mortgage prepayments cannot be 
anticipated indefinitely. 


HOUSING PERMITS 


Pacific Coast region tops all 
others with 40,000 applicants 


HOUSING permits for 120,758 
dwelling units were issued from 
Dec. 24, 1946, the date when the 
permit system replaced the HH-pri- 
ority system through Feb, 28, 1947, 
reported the Office of the Housing 
Expediter. 

Under the permit system, a 1,500 
square foot limitation was placed on 
new dwelling units in place of the 

















Cumulative gross income from $10,000 sales price ceiling. About 
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“And with the purchase of ten dollars worth of garden tools, we give you this bottle of back 
liniment.” 
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Here’s Why You'll 
Build Sales With 
the New, Improved 


SWIVEL-TYPE GABINET IRONING BOARD 


TODAY’S demand is for homes in the mod- 
erate-price class—and that means SMALLER 
units. Builders seek ways to make these 
small homes more attractive to buyers. The 
Eubank Swivel-Type Cabinet lroning Board 


is a ‘‘natural’’ for this purpose. It can be 






installed where the conventional cabine< 
















board would be impractical. It makes costly 
floor space do double duty. Ideal for apart- 
ments, bungalow courts, pre-fab units — 


for modernization of older larger homes, too. 


CHECK THESE FEATURES 


® Swings through wide arc; ideal where space is 
limited—in hall, kitchen, small utility room. 


@ Attractive cabinet requires a rough opening only 
14” x 57%” x 3-34”; recesses in wall. 


@ For old or new homes, apartments, courts. Easily 
installed before or after plastering. 


@ No projecting parts to tear fabric; firesafe iron 
storage with aluminum door ventilator. 


@ Patented cast aluminum support; strong, sturdy. 
Not one has ever failed in normal use. 


* Available NOW for immediate delivery. Contact 
your nearest distributor. 


IRGtEwERE caterers 





Built by 
L. H. EUBANK & SON 
Inglewood, Calif. 


National Sales Representative 
HARBOR PLYWOOD CORPORATION 
Hoquiam, Wash. 


DISTRIBUTORS: Arizona - Arizona Sash & Door Co., Phoenix; Southwestern Sash & Door Co., Phoenix & Tucson 
G Texarkana  California-L. H. Eubank & Son, Inglewood Connecticut - Wm. H. Short Lumber Co., West Hartford 






PATENTED 





The secret’s in the swivel! 
Eubank’s patented cast-alum- 
inum support allows board to 
swing through a wide horizon- 
tal arc for flexibility in use 

. for taking advantage of 
the best light. Holds board 
firmly upright in cabinet (even 
when door is opened); keeps it 
steady when in use. Eliminates 
sagging. Built to last! Not one 
has ever failed under normal 
use conditions! 





For shipping, two Eubank Swiv- 
el-Type Cabinet boards are 
packed together to eliminate 
possible damage in_ transit. 
Shipping weight: only 60 Ibs. 
per bundle. 
































CAN BE INSTALLED WHERE 
SPACE IS AT A PREMIUM 



































Here’s a typical example of the 
way the subedk Swivel-Type Cab- 
inet Ironing Board adds conven- 
ience to a smaller home. The 
attractive cabinet is installed in 
one corner of the kitchen. When 
closed, it’s out of the way. 
































s 


Opened, the board swivels away 
from counter toward window. 
There’s plenty of room for work, 
and it gets full advantage of best 
light. Conventional cabinet boards 
would be out of the question here! 





c., Washington ‘Florida - Harbor Plywood Corp., Jacksonville, Miama & Tampa Georgia - Harbor Plywood Corp., Atlanta Idaho-W. P. Fuller 


Boise; Morrison-Merrill & Co., Pocatello Ilinois --Harbor Plywood Corp., Chicago 
Distributing Co., Cedar Rapids, Des Moines, Ottumwa & Storm Lake 
Louisville Louisiana - Davidson Sash & Door Co., Alexandria & Lake Charles: New Orleans Sash & Door Co., New Orleans 
Michigan - E. E. Anderson Lumber Co., Detroit; Anderson-Dietrich Lumber Co., Lansing 
P. Fuller & Co., Missoula 


Baltimore Massachusetts - Kimball Lumber Co., Watertown 


sissippi - Woods Builders Supply Co., Jackson Missouri - Dyke Bros., Joplin G Kansas City 
wood Lumber Co., Omaha Nevada - Morrison-Merrill & Co., Reno 
Mexico - Southwestern Sash & Door Co., Albuquerque; The Mexico Co., Albuquerque 


Kansas - Walling Sash & Door Co., Wichita 


Montana - W. 
New Jersey - Jersey Millwork Corp., Jersey City; J 
New York - Alpert Woodworking Corp., Brooklyn; Davis Plywood Corp., 


Indiana - E. W. Camp Plywood Co., Inc., Indianapolis lowa-Tip Top 
Kentucky - E. W. Camp Plywood Co., Inc., 
Maryland - Harbor Sales Co., Inc., 


R. Quigley Co., Gloucester City 


Rochester Ohio - £E. W. Camp Plywood Co., Inc., Cincinnati; Davis Plywood Corp., Cleveland, Columbus & Toledo Oregon-W. P. Fuller & Co., 


Pennsylvania - |. R. Quigley Co., Cressona, Harrisburg, Lancaster & Philadelphia; Wholesale Distributing Co., Pittsburgh 
Memphis Texas - Davidson Sash & Door Co., Austin; Houston Sash & Door Co., Houston; Southmost Sash & Door Co., Harlingen; Texas Sash & Door Co., Fort 
Worth; Geo. C. Vaughan & Son, San Antonio Utah - Morrison-Merrill & Co., Salt Lake City 


pokane; Lundgren Dealers Supply, Tacoma. 
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Washington - Harbord Mercantile, Aberdeen; W. P. Fuller & Co., 








Arkansas - Dyke Bros., Fort Smith, Little Rock 
District of Columbia - Harbor Sales Co, 


Nebraska - Omaha _ Hard- 


Tennessee - Cole Manufacturing Co, 















































For the SELLING days ahead 


Red Brand is the only fence with an easily recog- 
nized trademark. Its red top-wire is a symbol of 
quality that farmers have known and trusted for 
many years. 


Farmers’ confidence in Red Brand reflects to the 
dealers who handle it. Red Brand adds selling 
prestige to the store . . . brings in more good cus- 
tomers who are top prospects for other products. 


We cannot fully supply the demand for Red Brand. 
But we are maintaining Red Brand’s quality that 
is so well known with your 
customers. So for the com- 
petitive days ahead, you can 
count on Red Brand for high 
sales volume. 









KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 
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two-thirds of all dwelling units au- 
thorized for sale to veterans or for 
owner occupancy were for units un- 
der 1,100 square feet and one-third 
were for units of 1,100 square feet 
and over. 

Of the 14,932 units to be built 
for rent to veterans, more than 3,000 
were authorized to rent for less than 
$60 a month. However, the largest 
single category was the $60 to $70 
group. The medium rent was $4 
compared with the $59 figure under 
the HH-priority system. 

More than 100,000 permits or 
83.4 percent of the 120,758 total 
were for single family detached 
houses. The Pacific Coast led all 
regions in the total number of units 
for which permits were granted 
nearly 40,000. 


REDWOOD STRIKE 


Closed shop issue separates 
labor and management today 


THE strike against the Redwood 
mills of California is primarily a 
fight over the issue of the closed 
shop, Fentress Hill of San Fran- 
cisco, president of the Northern 
Redwood Lumber company, testified 
recently before the House Commii- 
tee on Education and Labor. 

Completing his testimony before 
the committee, Mr. Fentress de- 
clared: 

“The one thing most needed to 
restore health to management-labor 
relations is to outlaw any and every 
form of compulsory union member- 
ship as a condition of employment 
and thus restore to Americans the 
right to work without paying tribute 
or owing allegiance to a super-gov- 
ernment.” 

This 15-month labor dispute, one 
of the oldest major strikes in the 
history of labor, involves plants pro 
ducing 8514 percent of all the Red- 
wood produced in the world. After 
failing for six months to reach an 
amicable settlement, operators re- 
opened their plants and are operat- 
ing behind picket lines today. 


FIGHTING T-E-W 


Reversed initials fail to dim 
threat of socialized housing 


EVERY phase of the building in- 
dustry is battling the T-E-W, for- 
merly the W-E-T bill, which stil! 
has a good chance of passage. 

“This bill,” declared H. R. (Cot- 
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THE FASTEST SELLING LUMBER 
DEALER ITEM ON THE MARKET 


























Developed by HINES 
Manufactured by HINES 
And Proved by HINES 
In 23 Retail Yards in 
Chicago and Suburbs 














See the Hines-Shelf at leading lumber dealer 
conventions and be the first to introduce this 





handy prefabricated shelf unit to your com- 
munity. Completely packaged—easy to 
handle; Ponderosa Pine frame and mason- 


3’ WIDE, 3’ HIGH 
11%” DEEP ite presdwood shelves go together with new 





Sects ey tee nie patented hardware. No cutting! No nailing! 
6’, 9’ or 12’ high, and 
longer with Extension 
Units. —sells on sight and is a good repeater! 


Ideal for homes, offices, stores and factories 











“ONE OVER a = “ISLAND 
x ONE" SIDE BY SIDE DISPLAY” 
a Regular Unit 
combination using pti shia Two Regular and 
two Regular Units two Extension Units 







































Edward Hines Lumber Co. 
77 West Washington St. 
Chicago 2, Illinois 







Piease send me complete information on the Hines-Shelf including 





complete merchandising plan of action. 
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Bi Lhde Lhe LLL 


Gaining Momentum 
in Lumber Production 


Here at the two modern mills of Ozan are 
men skilled and trained in every approved 
method of lumber production. And here are 
fast precision machines of latest type. All 
the resources of this organization are em- 
ployed in the making of top quality lumber 
and sending it quickly to retail lumber deal- 
ers. Thus we are co-operating in helping to 
solve America's number one problem, 


HOUSING. 


Even with increased facilities of production, 
we still are unable to keep up with the de- 
mand for Ozan Pine Lumber. But be assured, 
Mr. Lumber Dealer, we keep on doing our 
very best to supply your needs. 





SHORTLEAF PINE 


Ozan Lumber Company 
Prescott, Ark. 








Power Falling of Craig Mountain Pine 


We're Modernizing 
Our Equipment 


Craig Mountain has always made it a 
point to keep its equipment modern. 
Many plant improvements that had 
to be deferred during the war are 
now being made. While these needed 
improvements are curtailing current 
production, customers will benefit 
from them in due course. 





Member of Western Pine Assn. 








CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 














NEWS acd TRENDS 





ton) Northup, secretary-manager of 
the National Retail Lumber Dealers 
Association, “will have an inflation- 
ary effect upon the housing and 
building material market in three 
ways! 

“1. It proposes to put public 
housing programs in competition 
with local private builders for the 
same available supply of materials. 

“2. It increases the present 
building demand by encouraging all 
those who are now adequately housed 
to immediately borrow money for 
the purpose of building new homes. 

“3. It provides for the govern- 
ment expenditure of approximately 
seven billion dollars in the housing 
field at a time when the national 
debt is gouging approximately six 
billion dollars annually from  tax- 
pavers merely to pay interest and at 
a time when our national foreign 
commitments may require unknown 
billions of dollars for an indefinite 
period of time.” 

Testifying against the 'T-E-W 
Bill as chairman of the construction 
and civic development committee of 
the U. S. Chamber of Commerce, 
George W. West pointed out that 
8.866 will require the expenditure 
of “well over six billion dollars over 
a period extending as far as 45 years 
into the future.” 


DOLLAR VOLUME UP 


Residential construction on 
the increase, Dodge reports 


CONTRACTS awarded for resi- 
dential construction in the 37 states 
east of the Rocky Mountains totaled 
$465,810,000 during the first two 
months of this year against $191,- 
794,000 during the corresponding 
months of 1946, reports the F. W. 
Dodge Corporation, a fact-finding 
organization for the construction in- 
dustry. 

The total number of dwelling 
units called for in the January-Feb- 
ruary contracts was 60,846 com- 
pared to 26,103 in the first two 
months of last year. Kight percent 
of these contracts, in dollar volume, 
were for publicly owned housing 
projects. 

A. sharp relative increase in 
apartment projects was noted dur- 
ing the first two months of this 
vear, the number of dwelling units 
therein totaling 16,922 against 5.572 
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units in such projects during the 
comparative period of last year. 

Single-family dwellings erected 
by operative builders for sale or rent 
constituted the biggest volume this 
year with 35,456 dwelling units 
called for in the first two months 
compared to 15,119 in this classifica- 
tion in the corresponding period of 
last year. 

Federal controls on nonresidential 
construction are reflected in the 
drop from $438,185,000 in January- 
February 1946, to $343,570,000 in 
the first two months of this year. 


UTILITY ROOM 


PROVIDED the area of the util- 
ity room does not exceed 150 square 
feet, the space occupied by a utility 
room in a house without basement 
need not be included in the mavxi- 
mum of 1,500 square feet floor area 
permitted under the Veterans Hous- 
ing Program. Where the utility 
room exceeds 150 square feet, the 
included in the 1,500 
square foot maxium. 

The amendment was recently ap- 
proved to permit a house without 
hasement to have as much liveable 
space as a house in which utilities 
are located in the basement. 


excess Is 


FARMHOUSE RESEARCH 


A farmhouse designed to better 
meet the requirements for farm fam- 
ily living is the object of a stud) 
now underway at the University of 
Illinois in cooperation with the Uni- 
versity’s Small Homes Council and 
Farm Journal magazine, Philadel- 
phia. 

Basic principles of farm housing 
will be embodied in the plan along 
lines approved by agricultural eng!- 
neers, architects and home econo- 
mists. The results of the research 
project are intended to be of value 
to architects, builders, manufac- 
turers and dealers serving farmers 
as well as farm families. 


Gis REGULAR 


GIs are keeping up the scheduled 
payments on their homes, according 
to evidence presented by the U. 5. 
Savings and Loan League. 

Walter W. McAllister, president 
of the League, reports that 99.7 per- 
cent of the veteran borrowers ha: 
no delinquencies in either interest 
or principal payments on_ their 
homes as of Dec. 31, 1946. 

The report is based on figures 
submitted from 1,832 savings and 
loan associations and co-operative 
banks. 
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"What Hayapened to the Dreamworld 
promised oe 4 


the War?™ 


asks 


FORTUNE 
MAGAZINE 


for 


‘February 





The magazine answers: did the dinner while the little lady sat in a movie, 


“The American *** was going to live in a SF ern 


“The unvarnished truth is, there is practically no 


house built of glass *** bought in a department 
consumer product *** that can claim clear title 


store, *** li d in a van. It was radiant etic : 
ore delivered in to postwar birthright. *** If we write off the 


ek : 
heated *** stayed warm in sub-zero weather industrialized house *** for another few years we 


with windows open ***, It had a kitchen equipped must write off with it, much *** that has been 


with *** ultra short wave diathermic controls that extensively promoted in dreamworld literature.” 


FROST ANSWERS, TOO, sy REPEATING ITS PREDICTION PUBLISHED 
IN THIS SPACE NEARLY THREE YEARS AGO: 


“Just be sure the real American home is not going to be sold over bargain basement counters 






. . - will not be the product of a coffee mill. 


“By the same token, lumber, oldest standard home building material,, will 






be in greater demand during the coming building era than ever before; will 










continue to be distributed through local retail yards . . . with Frost Lumber 


products keeping pace with all the refinements required for modern homes.” 








ee 


... the only way to reduce the high cost of living is for 
everyone to take off his coat, and do a reasonable day’s work.” 
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Your (Customer 


GETS HIS NAME 





oreuc eee 


THE NEW, STRONGER TARP 
WITH NEW SALES APPEAL... 


Now your customer may get his name and 
address printed on his new Fulton Tarp! 
This personal-name feature that protects 
against loss or theft, is only one of the new. 
strong sales appeal that will help you corner 
the tarp business in your locality. The new 
colored re-inforcements under grommets, 
give triple strength, for longer wear—attract 
attention that will bring you new customers. 


Act now —to get the dealership on this new 
self-selling, self-advertising Fulton Tarp. Be first 
to offer it to your customers — and get the 
lion’s share of the business. 


FREE ADVERTISING HELPS 


Write today for full details on this new merchandising 
plan which includes free advertising for dealers. Get 
the profitable dealership in your community for Fulton 
Tarps — there’s a size for every use, a thousand uses 
for every size. 





FULTON BAG & COTTON MILLS 


Manufacturers Since 1870 


New Orleans St. Louis Dallas Kansas City, Kans 
Denver Atlanta Minneapolis New York 

















wee’ EDITORS 


Photo from New Guinea 


To the Editors: Believe you might be interested in 
the enclosed photo taken at Hollandia on New Guinca. 





This is a portable saw mill operated by the Corps of 
Engineers, U. S. Army. 

Our yard at Woodstock for the past few years could 
have well been named the same. Ask any GI.—WAL- 


TER H. ECKERT, Hall & Eckert, Woodstock, Il. 


Helping New Salesman 


To the Editors: 1 am a steady reader of your maga- 
zine and I certainly enjoy reading it. It is a wonderful 
magazine to read. 

I have a problem on my hand and I was wondering 
if there is any help that you can give me. 

I am a salesman and have just started to try to sell 
lumber. I am new to this game. . . 

[ would like to get the angles on this job of selling 
lumber, such as to understand just what different ini- 
tials mean, how to know just what present day market 
prices are on lumber, how to locate lumbermen who sell 
through commissioned salesmen, and to know the ropes 
on selling lumber to the lumber dealers. .. —CHARLES 
MOSESIAN, Providence, R. I. 


The Products Data Manual and Store Depart- 
mentizer in the April 12, 1947, issue will contain 
much of the information you request.—The 
Editors. 


Yard Has 25th Anniversary 


To the Editors: You may be interested in a little 
story of our annual meeting here at Dubuque. This 
was the annual meeting of our yard managers from 
32 yards who met at Dubuque March 14 and 15. Mect- 


April 26, 1947, AMERICAN LLUMBERMAN (<7 













































rap 


ey 


Ahh Pree 




























a¢] n 
nea, 











ps of 


could 
V AL- 


Stran-Steel framing is a building product of Great Lakes Steel Corporation 


STRAN DR STEEL 
FRAMING 











nagi- § 
lerful & 
ering & When they use Stran-Steel packaged framing for the — ment in long building life, simplified maintenance 
f first time, architects and builders alike are surprised —_and added fire protection. 
o sell § that steel can be so easy to work with. Consisting of 
line only a few basic types of framing members and fit- 
" ne tings, the Stran-Steel system is simple and efficient. 
eidhcal Yet it allows full flexibility of design. Practically 
o sell any type of framing connection is possible, and 
ropes B any standard collaterals can be used. 
ILES 
Two unique construction features make Stran-Steel 
packaged framing ideally suited for light-load build- 
. ings. One is the fact that members can be quickly 
assembled with self-threading screws. The other is 
the patented nailing groove, an integral part of every 
Stran-Steel stud and joist. By means of this groove, 
_— collaterals can be nailed directly to the frame, just 


This Mindaiaiaend GREAT LAKES STEEL CORPORATION 


m ° . . . ° 
. By virtue of its efficiency, Stran-Steel is economical. _ Stran-Stee! Division + Dept. 29 + Penobscot Building + Detroit 26, Michigan 
lo prospective owners it represents a sound invest- UNIT OF NATIONAL STEEL CORPORATION 
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Many times during the past few years our 
customers have had to turn to other sources 
for their lumber needs. 


We were often queried with “If others can 
offer it to us, why can’t you”? In some 
instances it was true, but in the main, the 
merchandise we could have supplied (and 
our customers got elsewhere) was far be- 
low the standard of quality which Schreiber 
maintained for so many years... and while 
we turned down much volume and the re- 
sultant profit, we did believe in holding to 
the standards of Schreiber quality; we were 
following a practical long term policy .. . 
and now we can prove it! 


The time has come. Buyers are balking at 
high prices, inferior quality and haphazard 
service. Our old customers, and new ones 
too, are looking to us again as their source 


of supply. 


As our customers look to us for quality lum- 
ber, we, too, are looking to manufacturers 
of high quality to supply our needs. 


If you want an outlet for quality lumber 
that has served the needs of a number of 
the Midwest’s outstanding industrials for 
more than 30 years, we invite your solicita- 
tion. 








LETTERS 


ings were held at the Julien hotel two days with dis 
cussion periods, movie reels and other items of interest. 
All of our men were present with the exception of ou 
managers from Toeterville, lowa and Oregon, II]. 

The annual banquet was held Friday night in the 
Julien hotel which was in reality a celebration of our 
25th anniversary, the Midwest Lumber company being 
organized on the 15th of March, 1922. Six of the 
original directors present at the first meeting are still 
on the board: James M. Burch, Jr., president; A. E. 
Loetscher, vice president; Geo. A. Loetscher, D. F. 
Hodges, secretary; and J. L. Daniels, treasurer. These ' 
men were in attendance at the annual meeting together 
with our yard managers and general office employees. 
Dubuque yard employees, the total number approxi 
mately 65 people. The principal speaker was James FE. 
Gheen, New York.—J. L. DANIELS, Midwest Lum- 
her company, Dubuque, Lowa. 





Copy of Hood Speech 


To the Editors: 1 had the privilege of hearing Mr. 
Hood’s speech Getting the Most Out of Our Business in 
1947 while at Galveston for the Texas convention. 
Would it be possible for me to obtain a copy of this 
speech? I would like everyone in our organization 
to have the opportunity of reading it—U. N. OLVER, 
Olver & Wiggins Lumber company, Amarillo, Tex. ; 
That speech of Mr. Hood’s will be found in 


the feature section of this issue of the magazine. 
—The Editors. 


Question on Vapor Barriers 


To the Editors: Please refer to the article on //ow 
to Apply Insulation Board in Farm Buildings in your 
March 15, 1947, issue. 

We are particularly interested in the matter of vapor 
barriers. Is it our understanding that the writer of this 
article would recommend applying as a vapor barrier 
a membrane paper... or a paraffin coated vapor bar- 
rier... on the inside of a building which has been 
sealed with a 1% inch fiber board. Would this procedure 
also be recommended if the fiber board was asphalt im- : 
pregnated board as commonly available today ? . 

The writer of this article differentiated between mem- 
brane vapor barrier and liquid vapor barrier. What he 
means by the latter is not quite clear to us. Would the 
writer consider painting the inside surface of % inch 
fiber board with one of the common asphalt fibered roof 
coatings as a suitable vapor barrier, or would it need to 
be some other product.—F. L. MAINE, Walkerbilt. 
Penn Yan, N. Y. 


The recommendation on the application of 
vapor barriers in farm buildings would hold 
true for the so-called asphalt impregnated fiber 
boards, too. Membrane paper would be re- 
quired in any farm building where the moisture 
content is excessive. The liquid vapor barrier 
referred to means any of the asphalt type coat- 
ings that can be brushed on the surface, like 
asphalt base aluminum paint. Consult your 
distributor of insulating board for his recom- 
mendation on the particular product that 
should be used with his insulating board.— 
The Editors. 
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Planning, Designing, 


“HOW TO ESTIMATE FOR THE BUILDING 
TRADES, a most complete and practical book on 
the estimating of materials and labor for resi- 
dences and small buildings. It covers all formal 
estimating processes and includes a complete ex- 
planation of all the things one needs to know to 
do a thorough job. Blueprint reading and mathe- 
matics used by estimators are explained in full. 
It even teaches how to do the actual work of the 
various trades. More than 500 questians with 
answers worked out in detail and references to 
actual plans are included. Among subjects cov- 
ered are: excavations, masonry, carpentry, elec- 
tricity, sheet metal, lath and plaster, marble and 
tile, painting, hardware, linoleum, heating and 
air conditioning, plumbing, glass, curtains and 
shades. The book of 633 pages contains 310 
illustrations, 45 tables, 8 full size blue prints of 
scale drawings. Price postpaid, $5.50. 


V/OOD STRUCTURAL DESIGN DATA. Com- 
plied by National Lumber Manufacturers’ Asso- 
ciation. Information on physical, chemical and 
mechanical properties of wood, and tables show- 
ing how to determine the correct size of a mem- 
ber; also on standard sizes, measurements and 
trade terms. Price, delivered, $2.50. 


DOUGLAS FIR USE BOOK. Issued by West 
Coast Lumbermen’s Association. Enables archi- 
tects and engineers to find the correct size of 
beam or post for given span or load by reference 
to its comprehensive data tables; there is a sec- 
tion on use of connectors. 200 pages. Price, 
delivered, $1.50. 


SOUTHERN PINE MANUAL OF STANDARD 
WOOD CONSTRUCTION. Complied by Southern 
Pine Association. Besides technical data on 
proper sizes of beams and columns for different 
loads, there are data on the bow-string truss 
and on moisture content provisions of the grad- 
ing rules, and a mathematical section—the effort 
being to give all the information needed to solve 
everyday problems in wood construction. Price, 
delivered, $1.75. 


WOOD CONSTRUCTION, PRINCIPLES, PRAC- 
TICES, DETAILS. By D. F. Holtman. This work 
is a. project of the National Committee on Wood 
Utilization, and was prepared under the direction 
of a central committee of ten distinguished en- 
gineers and architects. It is a comprehensive 
text and reference book on wood and its use in 
construction, containing authoritative informa- 
tion regarding the mechanical properties and 
uses of wood in general and of the various 
species in particular. Bound in cloth, 711 pages. 
Price, delivered, $6.50. 


BLUE PRINT READING FOR THE BUILDING 
TRADES. By J. B. Dalzell, J. McKinney and H. 
Ritow. A practical manual of self-instruction, 
numerous illustrations, diagrams, and plates; 107 
pages, cloth binding. Price, delivered, $1.50. 


Helpful Books About Estimating, Construction, 
Lumber Grading Rules 


WOOD MOLDING. In this booklet of 32 pages 
are shown in actual size the outlines of the 
standard designs of moldings and interior finish 
patterns. This is the new “Universal” “7,000” 
list, the pattern number, lists per hundred lineal 
feet and list price being shown on each pattern. 
On five pages also molding combinations are 
shown in half-size outline, with pattern num- 
bers. Price, delivered, single copy, $1.00. 


STEEL SQUARE POCKET BOOK. By D. L. 
Stoddard. A practical and handy treatise giving 
best methods of using the carpenter’s steel square 
for laying out figures and roofs, finding roof 
pitches and cutting rafters. Cloth, 181 pages. 
Price, delivered, $1.25. 


THE CARPENTER’S SQUARE AND ITS USES. 
By M. M. Romig, B.S. A 24 page booklet of ques- 
tions and answers based on the Stanley Steel 
Square. ONLY 25 cents a copy. 


FULL LENGTH ROOF FRAMER. By A. F. J. 
Reichers. A vest pocket book of 115 pages giv- 
ing on facing pages the entire length to %-inch 
of the common, hip, valley, and jack rafters for 
48 different pitches. Bound in cloth. Price, de- 
Tivered, $2.25. 


CARPENTRY. By Gilbert Townsend. A prac- 
tical treatise for carpenters and woodworkers 
on simple building construction, including fram- 
ing, roof construction, general carpentry work, 
and exterior and interior finish of buildings. 
Price, delivered, $2.50. 


PRACTICAL PLANS FOR MODERN HOMES. 
New 36 page booklet, size 8%x11 inches. Contains 
51 actual photographs and floor plans of real 
houses that have been built and proved success- 
ful... plus dozens of helpful ideas on selecting 
the lot, choosing the proper home design and ar- 
ranging finances. Blue prints and specifications 
of every design are available at only $5.00 per 
set. Special prices on quantity lots of these book- 
lets to dealers. Single copies only 50c. 


MODERN STORE & YARD DESIGN MANUAL. 
Actual Store Designs. Planning helps. Yard Plan- 
ning ideas. 11 original store plans. Yard layouts. 
How to display merchandise. 68 pages of valuable 
information and only 50 cents. , 


GRADING RULE BOOKS 


Standard Grading and Dressing Rules for Doug- 
las Fir, Sitka Spruce West Coast Hemlock West- 
ern Red Cedar, 50 cents. 


Standard Grading Rules for Ponderosa Pine, 
Sugar Pine, Idaho White Pine, Lodgepole Pine, 
Larch-Douglas Fir, White Fir, Engelmann Spruce, 
Incense Cedar, Red Cedar Lumber, 50 cents. 


Standard Grading Rules for Northern Pine, Nor- 
way Pine, Jack Pine, Eastern Spruce, Western 
White Spruce, Balsam, Tamarack, Aspen, 50 cents. 


Standard Specifications for Southern White 
Pine Lumber, 50 cents. 


Rules for the Measurement and Inspection of 
Hardwood Lumber, Cypress, Veneers and Thin 
Lumber, 50 cents. 


Mail Your Order for Any Book Listed to: 


American Lumberman & Building Products Merchandiser 
139 N. CLARK ST. 





CHICAGO 2, ILLINOIS 
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THE CONVENTION SEASON IN 
RETROSPECT! 


Part Il 


The Investment Factors in the Industry Should 
Implement Their Leadership. 


Anyone reviewing the just past convention season, 
in spite of the splendid regional dealer conventions, 
would be forced to give the palm to the National 
\ssociation of Home Builders for the best patronized, 
the most exciting and the largest budgeted conven- 
tion of the season. 


Operative builders, contractors and a large. con- 
tingent of dealers from all sections of the country 
jam-packed the Stevens hotel at Chicago for nearly 
a week of constructive sessions. 


All credit to the builders, their association, and 
their leaders. 


And yet the disinterested observer of the industry 
scene would ask why the producers and distributors 
who have more than 2 billion dollars invested in 
plants, machinery, warehouses, facilities and stores, 
and who together produce and distribute (in 1946) 
nearly 7 billions of dollars worth of building mate- 
rials and equipment, should not be out front setting 
the pattern for consumer selling in the industry. 


With the years of intensive home building ahead 
should not these investment factors organize an An- 
nual National Homes show to be held in New York 
during the last week in November or the first week in 
December each year to set the pace for the coming 
season’s activities of both dealers and contractors? 


The National Homes show could be sponsored 
hy the National Retail Lumber Dealers association, 
and its annual convention could be held simulta- 
neously. 


The show itself could be for the benefit of the in- 
dustry and public alike, and the budget might be 
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handled in like manner to the prewar automobile 
shows. 


Merchant builders and builder merchants would 
have an opportunity to display their wares in terms 
of completed or facsimile houses with current com- 
pleted home prices. 


Everything currently new in materials and equip- 
ment could be on display. 


The character, tone and pattern of the coming 
seasons’ regional dealer and contractor conventions 
could be set. Industrial unity in public relations and 
promotional activities could be established. 


Following this National show each year the re- 
gional dealer associations could hold their conven- 
tions in sequence in the principal cities of their areas 
following the National pattern: by holding their 
conventions in conjunction with their shows; by se- 
curing the cooperation of regional as well as National 
manufacturers and wholesalers; by enlisting the sup- 
port and cooperation of regional and local builder 
groups; and by opening their exhibits to the public 
on a fee basis for at least part of the time. 

Such a program of annual national and regional 
home building industry shows would implement the 
responsibility of the producers and distributors of 
home building materials in the eyes of the public, 
and strengthen the hands of the contractors and all 
other service factors of the industry. 

Such an annual program would go a long way to 
vindicate the repeated statement that the private 
building industry can function adequately in the pub- 
lic interest. 


EDITOR. 
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ORIGINAL office building of the Southern Lumber company 6 my, ORIGINAL store building of the company with driveway cut 
when it was taken over by Mr. Pohle. Bren Be through center. 


Up By the Bootstraps of Display 


“| want the two-bit trade,” says this dealer who has built 
a specialty lumber business to serve the consumer directly. 


a IS QUITE the fashion in these 
modern days to deride any ef- 
forts “to lift yourself by your own 
bootstraps.” It just can’t be done, 
according to the scoffers who keep 
looking for an angel, whether it be 
the government or some other 
source, 

This report, however, goes to 
show it can be done and how it has 
been done by a California lumber 
and building products firm, the 
Southern Lumber company of San 
Jose. 

For brevity’s sake it is concerned 
primarily with one important phase, 
that of display, although naturally 
there have been other equally vital 
factors responsible for the conver- 
sion by Edwin Pohle, its manager 
and major owner, of a sagging lum- 
ber yard of 1939 into a thriving re- 
tail enterprise of 1947 that is still 
growing. 

BIG BOAT DISPLAY 

BIGGEST single display at the 
Southern Lumber company today is 
one of plywood boats and the vari- 
ous accessory items that go with 
boating. That is a type of display 
you do not. ordinarily expect to find 
in a building products store, but 
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the fact that it is there, and is so 
prominent, is illustrative of the kind 
of merchandising thinking used by 
Mr. Pohle. 

“We are essentially a_ specialty 
lumber business” and “I want the 
two-bit trade” are two of his state- 
ments which point up his policy of 
building a business to serve the con- 
sumer directly. 

The volume done in boats is only 
one fraction of that done by the 
company, but their display helps 
make the Southern Lumber com- 
pany stand out from other lumber 
yards in the area and, more import- 
antly, from other stores which com- 
pete on various fronts with the 
building products merchandiser. Be- 
sides, as Mr. Pohle points out, the 
boats are profitable in themselves as 
well as helping to sell paint, hard- 
ware, life preservers, oars and other 
accessories. Now, they have led as 
well to the selling of outboard 
motors. 

From the display angle, the boats 
ure a customer-stopper. One large 
section of the firm’s store has been 
converted especially to display the 
boats, which attract all passers-by 
with their colorful appearance be- 





hind the row of windows. Raw hulls, 
made of pressed plywood, are pur- 
chased, and the boats finished in one 
section of the company’s shop. 


KEEPS SMALL CONSUMER IN MIND 

DISPLAY is continually empha- 
sized by Mr. Pohle in his effort to 
merchandise to the consumer—the 
home-owner, rancher and farmer, 
the small carpenter. 

“We are not interested in big con- 
tractor’s jobs,” he asserts. “What we 
are interested is in serving the con- 
sumer directly. What we want to do 
is a merchandising job, not just sell 
lumber or materials on a price basis. 
Therefore, it is necessary to do our 
utmost in display both to attract 
customers and then to show them 
what we have when they visit our 
store and yard. People don’t buy 
things they can’t see.” 

The boats represent one form of 
the uimost. But the way in which 
the frontage and the yard of the 
Southern Lumber company has been 
lifted by the bootstraps to do a job 
of display offers a good example of 
how even an unpromising front can 
be transformed without costly re- 
modeling. 
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") SOUTHERN Lumber company store today, with all of it de- '@ » CLOSE-UP view 
e po re ea 


voted to a display job. 


Necessity prompted the — pro- 
cedure. First, at the outset when 
Mr. Pohle undertook the manage- 
ment. it was vital to accomplish ev- 
erything possible with what was 
available at low cost. Second, hang- 
ing over the firm is the fact that the 
projected widening of the traffic ar- 
tery on which it is located, a link in 
kk] Camino Real, California’s fam- 
ous highway, will slice 40 feet from 
the existing property. Thus, every- 
thing done has had to be temporary. 

Originally, the frontage consisted 
of two buildings, one small office 
structure and a larger building with 
center driveway into the yard. Nei- 
ther presented an attractive appear- 
ance or offered opportunity for dis- 
play. 

First step was to turn the small 
building sideways and join it on to 
the other building, opening it up 
somewhat at the same time to per- 
mit some display. Since then, its 
plain front has been made more at- 
tractive with the addition of a porch, 
aud show windows have been added 
until they stretch across the entire 
lrontage. In the larger building. 
the driveway. split was closed off. 
and windows installed. 


IMPROVE LITTLE AT A TIME 

IT HAS been a continuous 
process of improvement, a little at 
a time. Accordingly, Mr. Pohle re- 
fers to it as Winchester house. the 
famous nearby “mystery house” and 
tourist attraction whose original 
owner kept building on rooms, false 
doorways and stairways at random. 

Within the yard, where customers 
may drive in for service, display em- 
phasis is continued with the use of 
glass front on a building for the 
storage of various stock lumber items 
such as doors and windows. 

Because of the temporary factor, 


“A COMPLETE HOME stavict 
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the interior of the store section has 
not been given an elaborate finish. 
Nonetheless, full use is made of 
every opportunity for display. 

One section shows off kitchen cab- 
inets and sinks, coupled in display 
with refrigerator and stove obtained 
from a cooperating appliance dealer 
(entry into the appliance business 
will come with Southern Lumber’s 
new store). Hardware and paints 
are given sections of their own. 
Space has. been found to set up a 
metal garage-door unit so that its 
operation as well as appearance can 
be demonstrated to the customer. 
Close by it is a full prefabricated 
door and jamb for actual demonstra- 
tion. 





at € HOME SERVICE” 










of the lumber store showing the large 
windows and boat display. 


RETAIN OVERALL UNITY 

THOUGH much of the arrange- 
ment necessarily has had to be im- 
provised and adapted to conditions, 
overall neatness and unity has been 
retained to an amazing degree. 

For the future, when the street 
widening will force erection of a 
completely new store, Mr. Pohle 
plans further emphasis on good mer- 
chandising display. Show windows 
will front not only on the main 
highway but also on a street to be 
cut along one side of the firm’s prop- 
erty. Looking ahead, he is gather- 
ing a scrapbook of store plans, which 
include developments in modern 
grocery and department store lay- 
outs as well as what has been done 


INTERIOR view showing display space given to boats and boating accessories. 

















AREA given over to display of kitchen cabinet and sinks. This is in the “L” section of 
the store and is the first thing seen by incoming customers. 


by lumber and building products 
dealers. 

The principle of display is ex- 
tended to areas outside the store. 
The company regularly has an ex- 
hibit in the Santa Clara County fair 
and joined in the county’s Home 
Planning Institute, the only lum- 
ber dealer to make such participa- 
tion. 


CARRY WIDELY VARIED STOCK 

DISPLAY, of course, is not ev- 
erything. To back it up, Mr. Pohle 
carries a widely varied stock of 
building products and lumber, much 
of it adapted to special use in line 
with his policy of merchandising 
for the consumer. His belief in the 
importance of sound, aggressive 
merchandising in the lumber busi- 
ness is evidenced by the fact that, a 
graduate forester himself, he has 
established a loan fund of $1000 at 
the University of California School 
of Forestry to aid students who are 
studying lumber merchandising. 

Specializing in the “two-bit trade” 
does not mean that Southern Lum- 
ber company will not supply the 
materials for a large house job; 
what it does mean is that the firm 
is not interested in merely compet- 
itively bidding on a price basis for 
contractors’ business. 

The specialty emphasis began im- 
mediately upon Mr. Pohle’s con- 
nection with the firm, with a view 
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of avoiding price competition in 
building up the faltering company. 
In the first month all contractor 
business was lost because of the re- 
fusal to figure competitive lists, 
Does such an approach pay off? 
“There can be more profit selling 10 


A VIEW ef the hardware section. 


cents worth of nails than in many 
types of a $10,000 house job,” Mr. 
Pohle points out. 

And it has paid for the Southern 
Lumber company. Previous red ink 
was quickly changed to black, and 
every year since has been a profitable 
one. Business today has shown an 
increase of 356 percent over 19:3), 
In 1946 business was 43 percent on 
a cash basis—there is that influence 
of the “two-bit trade’—and loss on 





bad debts reached the grand total 
of $13 for the past two years. 





\ 


EDWIN POHLE, manager of the company, 

demonstrates metal garage door set up 

for display. Behind him is self-contained 
door and jamb unit. 


Note how display is achieved although the interior 


finish of much of the building is still rough. 
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IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 








Your Advertising Budget 
And How To Use lt 


ANY ARTICLES on retail 
lumber and building products 
advertising have attempted to cover 
every conceivable type of publicity 
and promotional stunt. Perhaps this 
is justified since, as Webster defines 
it, “advertising is any form of pub- 
lic announcement which aids, either 
directly or indirectly, the sale of a 
commodity.” 

That’s a good broad definition, 
but the kind of advertising this arti- 
cle will discuss is paid advertising 
of the kind you see in newspapers, 
magazines, direct mail pieces and 
siznboards or hear on the radio. 
Merchants will be wise to think of 
advertising in these terms! The 
free publicity story, the good word 
passed along by satisfied customers, 
the speech the dealer makes before 
a local club—all these are valuable 
hut they are not advertising in the 
usual sense of the word. They are 
publicity and public relations; in 
instances their promotional 
value may rival that of advertising 
but they are not the same thing and 
are not so subject to control as is 
paid advertising. 

Advertising is a big subject and 
olumes have been written about it. 
\n article of this length could not 
lope to cover, even superficially, all 
phases of copy writing, illustration 
wnd layout which enter into the ad- 
vertising process. It is the scope 
of this article to discuss two funda- 
nental problems and _ help the 
inerchant answer these questions: 
(1) How much should I spend for 
ulvertising? (2) How should I 
spend it? These are the problems 
of setting the budget and selecting 
the media. 


some 


THE BUDGET 
ADVERTISING expenditures 
vary widely from one retail firm to 
another, but all authorities agree 
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that the budget should be based on a 
definite percentage of sales. Adver- 
tising is a definite and legitimate 
part of the cost of doing business, 
and the margin under which the 
dealer operates must be large enough 
to cover it as well as all other ex- 
penses and still leave a net profit. 
This is easier to figure and control 
if a certain, definite percentage of 
sales is allotted to advertising ex- 
penses. 

Studies have indicated that the 
average tobacco store spends only 
one-fifth of one percent of its sales 
on advertising. Some of the larger 
department stores average four per- 
cent, and builders supply dealers 
(according to the same study) aver- 
age slightly less than one-half of one 
percent. Some of the individual 
stores studied spent much less than 
the average and some much more. 

Most authorities agree that the 
advertising budget in the retail lum- 
ber and building products business 
should be two percent of sales. The 
margin is not sufficiently high to 
justify more and less wouldn’t be 
enough for an adequate promotion 
job. 

It is an individual problem for 
each dealer, of course. to determine 


what his advertising budget should 
be. But the two percent is recom- 
mended to all merchants unless they 
have sound reasons for using an- 
other figure. 

The important thing is to set a 
budget and then to spend it—no 
more or no less—in a consistent, 
year-long program planned to yield 
the maximum return per dollar in- 
vested. 

At this point it would be well to 
review the fourth article in this 
series (Budgeting Volume, Profits, 
Quotas and Costs—February 15, 
1947, issue), Advertising, like other 
expenses, should be budgeted a year 
in advance, and the two percent 
should be based on anticipated sales. 

Like the other items on the 
budget, advertising expenditures 
should be planned month by month 
for the year ahead. 


MEDIA 
THE great majority of paid ad- 
vertising used by retail firms falls 
under the following classifications: 


PERIODICALS 


Local newspapers 
Local magazines 
Shoppers’ guides 








Four steps to better advertising: 


1. Determine the right amount of money to spend. 
2. Select the proper media in which to spend it. 
3. Concentrate expenditures in proper seasons. 


4. Keep a detailed record of results obtained. 








Ilouse organs 
Local farm journals 
School publications 


DIRECT MAIL 


Sales letters 
Circulars 
Catalogs 
Broadsides 
Brochures 
Booklets 
Ilouse organs 


OUTDOOR 


Large billboards 
Highway signs 
Electric spectaculars 
Miniature houses 
Street banners 
Sky-writing 


RADIO 


Spot announcements 
Sponsored programs 


MOTION PICTURES 
Film ads in local theaters 


Commercial films for 


special 
showings at clubs, ete. 


PUBLIC VEHICLE 
Street car cards 
Sus cards 
Taxi signs, ete. 


(CLASSIFIED 


Telephone directory 

Newspaper classified columns 

suyers’ guides 
SPECIALTY 

House plans and plan books 

Pencils, rules, caps, aprons, ete. 

Blotters, memo pads, note books. 
ete. 

Novelties, gifts, ete. 

Most building products merchants 
have found that a combination of 
newspaper and direct mail advertis- 
ing produces the best results. How- 
ever, it is impossible to generalize 
on this problem. Local markets 
vary widely according to population, 
average income and means of earn- 
ing it, predominance of various na- 
tionality groups, reading habits, ete. 
Local media vary just as much in 
their effective coverage and pulling 
power. 

So it becomes. an individual prob- 
lem for the dealer to study the field 
and make his own selections. In do- 
ing this he should ask himself the 
following questions: 

1. What do I want to sell? 

2. How do I want to sell it ? (Ma- 
terials over the counter or labor and 
materials fabricated into finished 
packages. Do you want to sell it 
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“cash and carry” or on easy time 
payments ?) 

3. What kind of people comprise 
the market for these products, sold 
in this way? 

f. Is it a general market, com- 
posed of people from all walks of 
life? If so, what local media give 
me the broadest and most economi- 
cal coverage of this general market ? 

5. Is it a special market, com- 
posed of a selected group of people ? 
If so, where are these people located 
and what are their distinguishing 
characteristics and usual habits? 
What advertising medium can best 
he used to reach them effectively ? 

At first it might be difficult for 
the merchant to answer these ques- 
tions to his own satisfaction. Diver- 
sified building products retailing in- 
volves a tremendous variety of ma- 
terials, packages and services and 
has something to offer almost any 
market group in the country. For 
this reason it might be wise for the 
dealer to consider one department 
of his business at a time and ask 
himself the five questions above. 
When he has thus analyzed every 
department he should be able to 
piece together an overall picture of 
what advertising media can do an 
effective job for him. 

Determining how to apportion 
your expenditures among the vari- 
ous media selected is merely another 
phase of the same problem. This 
should be patterned according to the 
type of business you want to pro- 
mote. Most effort should he concen- 
trated in media covering market 
groups with the largest potential. 
And although advertising should do 
a balanced job, profitable lines 
should be pushed harder than others. 

No dealer, regardless of where lo- 
cated, should feel that suitable me- 
dia are not available to him. Direct 
mail can be used anywhere with 
excellent results. 

TIMING 

AFTER the year’s advertising 
budget has been set and tentative 
media selections have been made, 
the dealer should plan his adver- 
tising month by month for a year 
ahead. 

The first step in doing this is to 
itemize separately all forms of ad- 
vertising for which you pay a fixed 
flat rate by the year, quarter or 
month. This group includes classi- 
fied telephone directory advertising, 
sign boards, ete. After you have 
determined what you will do and 
how much you will spend for such 
advertising, subtract its cost from 
your total budget. The remainder 
is what you have to invest in other 


media and you must time your ex- 
penditures properly to get the best 
possible results. 

Half of this remainder should he 
spent during January, February, 
March and April—with the peak in 
February. Repeated tests have shown 
that every dollar spent for building 
material advertising in the first four 
months of the year brings much 
hetter results than at any other 
time. It is not speculation but a 
matter of record that one advertis- 
ing dollar spent in’ February is 
worth five dollars spent in June. 

There is a secondary peak period 
for profitable advertising, and your 
fall expenditures should be concen- 
trated from the middle of August 
to the middle of October. 

It should be remembered, how- 
ever, that consistency and regularity 
are vital parts of a successful adver- 
tising campaign. Some form of ad- 
vertising should appear regularly 
and fairly often throughout the 
Vear. 


CHECKING 


ADVERTISING should impress 
the prospective customer — not the 
dealer who writes it and pays to run 
it. General institutional copy will 
not do the job. The “we're a fine old 
company—buy from us” theme falls 
short of today’s standards for effec- 
tive retail advertising copy. Adver- 
tising should motivate people to be- 
come customers of yours. 

Keeping records of results is an 
excellent way to check effectiveness 
of your advertising. It is difficult 
to measure all results precisely, but 
the number of inquiries received is 
frequently used as a yardstick. In 
this way you can compare the pull- 
ing power of one medium against 
another, one copy theme against an- 
other, etc. You can also prove to 
yourself that the same ad in the 
same medium will pull better some 
months than others. 

An inquiry record can be kept on 
a simple ruled form with columns 
to enter the following information : 
description of advertising, date ol 
appearance, total cost, running tally 
of inquiries, total inquiries, and cost 
per inquiry. 

Use a form like this or design one 
adapted to your individual needs, 
but by all means keep a record of re- 
sults. <A detailed record of this 
nature, kept over a period of years. 
can be among the most valuable as- 
sets possessed by a retail firm. 


NEXT ARTICLE IN THIS SERIES: 
The law of accelerated net profits will 
be covered in the May 10 issue. 
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BAseD ON WHAT farm women 

Want in a new home, this two- 
story farm house has been designed 
to meet the functional needs of the 
farm home. 

Special features of the design are 
the utility room on the first floor: 
the front entrance on the side where 
the driveway comes from the main 
road; both front and rear entrances 
near the kitchen so the housewife 
can see who is coming; Washup room 
near the back door; large windows 
in the kitchen. An extra room down- 
stairs can be used as bedroom, office, 
sewing or music room. 

While the family is still small, 
only the downstairs need be com- 
pleted, leaving the second floor un- 
finished, to be completed at a later 
date, 

Two dining spaces are provided. 
One partially separated from the 
kitchen for informal meals, and one 
in connection with the living room 
lor formal occasions. The compact 
kitchen is designed to save steps, 
and is so arranged that it will not 
hecome a traffic route between other 
rooms. One of the pet peeves of the 
farm women interviewed is a kitchen 
through which everyone tramps. 

Part of the flexibility of the plan 
is the porch which can be built right 
away or later. It can be screened in 
the summer and glazed in the win- 
ver, 

The water supply room has been 
made large enough to accommodate 
the pump and a water storage tank. 

Plans may be obtained for $1 by 
writing the Building Editor, The 
Farmer, St. Paul 2, Minn. 




























Iigneo tor Farm 











DRAWING of the front of the home, left, 
shows the entrance-way, the large win- 
dows and the porch. The plan of the 
first floor, above, shows the living-dining 
room combination, the compact kitchen, 
the large bedroom and the handy utility 
room. 


Needs 


ANOTHER view of the farm house shows the large porch which may be built at the 
beginning or added later. Feature of the home are the large windows in every room. 


BASEMENT includes a recreation room, 
furnace room with space for hobby or 
work bench, storage room, cold storage 
room and space for the water supply. 
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SECOND floor of the home has two large 
bedrooms with built-in closets and ample 
storage space. There is a full-size bath- 
room to serve the two rooms. The second 
floor may be left unfinished when the 
house is first built, but it is recommended 
that the plumbing be roughed in at that 
time. 
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How Successful Salesmen Organize 


Their Time 








IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 








You can double your sales if you observe these 
basic principles and plan your days accordingly. 


‘T ime IS THE one thing in the 

world which all human beings 
share equally. Each of us is granted 
24 hours a day, seven days a week 
and 52 weeks a year. 

What a person accomplishes dur- 
ing his allotted time is determined 
by ambition, initiative and organiza- 
tional ability. In these traits human 
beings differ widely. 

Success or failure in any activity 
depends largely on proper organiza- 
tion and use of time. This is par- 
ticularly true of selling. 


HOW SALESMEN SPEND TIME 
A few years ago when there were 
more products than customers and 
salesmen had to do creative selling 
to make a living, a survey was made 
of a large number of electric appli- 
ance salesmen. Incomes of the men 
surveyed averaged $3000 per year. 
It was found that the average sales- 
man in the group studied spent his 
time as follows: 

Hours 

Sleeping, eating and 
ee 5110 


Non-productive weekends... 1040 
PE bind o ohana es 210 
Other idle days .......... 140 
Waiting and wasted time.. 920 


Traveling from call to call. 420 
Actual time with prospects. 920 





| ek ae 8760 


Only 920 hours per year of this 
man’s time were spent in the pres- 
ence of prospects. During those 
hours he made enough sales to earn 
an income of $3000. For the time 
he spent in actual selling he was re- 
munerated at the rate of approxi- 
mately $3.33 per hour. If he had 
been able to eliminate his waiting 
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‘and wasted time, thereby doubling 


the time spent with prospects, he 
might have doubled his income. 


IMPORTANCE OF CALLS 

The hours spent with prospects 
ure the most important part of a 
salesman’s business life. You must 
make calls and more calls to spend 
as much time as possible with pros- 
pects. It has been demonstrated 
time and again that there is a defi- 
nite ratio between calls made and 
sales closed. Whether your sales 
presentation is excellent or only 
fair, your number of sales will climb 
in the same proportion as the num- 
ber of calls increases. 

When this fact is understood the 
salesman will readily see the impor- 
tance of organizing his time in such 
a way that he can spend the maxi- 
mum number of hours with pros- 
pects. 

Obviously there is a_ practical 
limit to the time that can be so 
spent. Both you and your prospects 
must eat, sleep and have a certain 
amount of recreation. Waiting on 
prospects, traveling from call to call, 
ete., will inevitably require some of 
your time no matter how well you 
plan. You must spend some time 
with your sales manager and he will 
probably expect you to fill out re- 
ports. 

CONSUMER SELLING HOURS 

There are certain definite periods 
in the day when you will find it 
easiest and most profitable to call on 
prospects. These periods are: 

From 9:30 to 11:45 a.m. 

From 1:45 to 4:45 p.m. 

From 7:15 to 9:30 p.m. 

These three periods, morning, 
afternoon and evening, add up to 


seven and a half hours per day that 
it is possible to spend with pros- 
pects. Let nothing interfere with 
these precious hours. The evening 
hours are particularly important 
since most closing calls are made at 
night. 
THE SALESMAN’S DAY 


A study of the working habits of 
building products salesmen indicates 
that the really successful ones ce- 
vote about 12 hours per day to their 
jobs (at least for the first few years 
when they are establishing them 
selves.) The daily use of time di 
vides about as follows: 

1 hour planning 
4 hour consultation with sales 
manager 
? hours in selling and closing 


_ 


hour servicing 
1 hour estimating 
4 hour writing reports 
1 hour of study 

The time for study, planning, es- 
timating and making reports can 
be spent at home or in the office. 
The time for selling, closing and 
servicing must be spent with pros- 
pects and all of the suitable periods 
listed above should be utilized in 
this manner. 

You will be amazed at the results 
if you will organize your time and 
plan your days to spend all possible 
time with prospects. Do not neglect 
your other duties such as planning, 
study, ete., but perform them dur- 
ing those periods of the day when 
prospects cannot conveniently re- 
ceive you. 


THE PLANNED DAY 


During the consumer selling hours 
listed above the successful salesman 
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is making calls. He is in a pros- 
pect’s home or office—or on his way 
to one. He has planned his day so 
that a minimum of his time is spent 
traveling from call to call. 

‘he salesman should decide in ad- 
vance What calls to make each day, 
arranging appointments, call-backs 
and creative prospect work to keep 
him occupied all the selling hours of 
the day. He should know his terri- 
tory well enough that he can intel- 
ligently decide in what order to 
make calls to save time and miles. 
By planning a time saving route 
and the proper sequence for calls, a 
salesman can make as many as three 
more calls per day. Special devel- 
opments may make it impossible to 
follow an economy route every day, 
but careful attention to planning 
will save much time and travel dur- 
ing the week. 

Perhaps something will develop 
during the day so it will not be pos- 





sible to follow your plan exactly. 
Unforeseen changes in your sched- 
ule are always a possibility. You 


should have alternate plans so that 
you will not lose time. 

The planned day means freedom 
from worry, enjoyment in your work 
and systematic service to custom- 
ers, It enables you to spend more 
hours with prospects and make more 
The planned day is a day of 
results ! 


sales. 





In place of the usual quiz, the fol- 
lowing exercise is suggested in 
connection with this lesson: 


Sit down now and plan your next 
working day in detail. Plan to 
spend a full seven and a half hours 
making calls during these periods: 
Morning 9:30 to 11:45. Afternoon 
1:45 to 4:45. Night 7:15 to 9:30. 
If possible schedule calls to close 
sales for the evening hours.  In- 
clude all call-backs you should 
make that day and plan enough 
new calls on creative prospects to 
fill your hours. Plan these calls 
in sequence to minimize travel 
time. If appointments will be neces- 
sary, make them. 


The next day follow your plan 
to the letter. Handle your other 
duties in between the periods when 
you make calls. If something goes 
amiss in your calling schedule, make 
a note right then as to what kind 
of an alternate plan would have 
prevented any wasting of time. 

The next night follow the same 
procedure in planning the follow- 
ing day, but this time make alter- 
nate plans so you won’t be delayed 
if you must change your schedule. 

Do this religiously for a full week 
and try to make it a lasting habit. 














NEXT LESSON: The May 10 issue 


will describe the seven parts of a suc- 
cessful sale. 





Progress Report 


Producers’ Council marks up notable 
achievements in early months of ‘47. 


PROGRESS REPORT by An- 

drew L. Harris, executive sec- 
retary of the Producers’ council, 
Inc., for the first two months of 
1947, indicates that the aggressive 
council program for the year is be- 
ing realized. 


The program charts a_ specific 


course, both nationally and chapter- 





Andrew L. Harris 


wise. Membership is on the in- 
crease. One of the latest acquisi- 
tions is Concrete Reinforcing Steel 
institute, Chicago. A petition for a 
charter has been received from 
Miami, Fla. This would be the 
Council’s 27th local unit. 


MODULAR COORDINATION 

JOINT effort of the Producers’ 
council and the A.I.A. in advancing 
modular coordination in dimension- 
al products as a means of cost re- 
duction was indorsed by the Corps 
of Army Engineers, who encouraged 
all architects working on VA _ hos- 
pital projects to consider modular 
coordination as a tool of design and 
to specify .modular coordinated 
products. 

Secretary Harris points out that 
sales representatives of council mem- 
bers are eligible to attend the 30-day 
refresher courses sponsored jointly 
by the council and the National Re- 
tail Lumber Dealers association. 

Following the appearance of Tyler 
S. Rogers, council president, before 
the Office of Technical Services, De- 
partment of Commerce, to recom- 
mend allocation of research funds 
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to three projects the council is spon- 
soring, the O.T.S. granted $65,000 
to the Modular Service association 
to intensify research in modular 
coordination. Also expected, is the 
allocation of $20,000 for research in 
the study of methods of reducing the 
cost of erecting industry-engineered 
houses. 

New chapter reference manuals 
have been distributed, fulfilling a 
long-felt need. 


ACTIVITIES OUTLINED 

SALES opportunities for every 
member in the council’s local chap- 
ters and for the firms which they 
represent are apparent in these ac- 
tivities: 

1. Informational meetings that 
tell the product story constructively 
to groups that want to know it. 

2. Industry-wide meetings which 
develop unified action through con- 
structive discussion of common prob- 
lems. 

3. The formation of local con- 
struction industry advisory councils 
which develop logical approaches to 
common industry problems in all 
major local markets. 

4, Home planning institutes that 
promote better understanding of 
residential construction problems 
and markets. 

5. Table-top display meetings 
which not only familiarize the buyer 
and specifier with members’ prod- 
ucts, but also help members by 
broadening their knowledge of prod- 
ucts manufactured by companies 
other than those they represent. 

6. Low-cost, simple building ma- 
terial and equipment displays, 
which are presented at architects’ 
or engineers’ meetings and are effec- 
tive ways to demonstrate sales 
points. 

There is every indication that the 
stature of the Producers’ council as 
the leading factor in uniting the 
manufacturing wing of the construc- 
tion industry in thought and action 
is becoming increasingly apparent. 
Scores of favorable letters from non- 
member firms, associations, contrac- 
tors, operative builders and others 
attest this fact. One industry pub- 
lication is interesed in establishing 
a regular column to be known as the 
Producers’ Council Column. 
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Customers Crowd Modern Store 






One of the Nation’s most modern building products 
stores is opened by an Oklahoma City retailer 


A FTER TEN MONTHS of building and prepara- 
tion, the Cullen Lumber company, Oklahoma City, 
recently opened one of the world’s most attractive stores. 
Completely modern in every respect, the store is lo- 
cated at the lumber yard rather than in the downtown 
retail district. In fact, part of the yard was torn 
down to afford the new store a suitable corner location. 
Two major display areas (first floor and downstairs) 
total 10,800 square feet. The store is of true “open 
front” design with plate glass 12 feet high sloped at a 
seven, degree angle to prevent refraction and wind 
damage. 

Kye-arresting day or night, the store boasts huge 
electric signs and is topped by a dramatic neon lighted 
tower. 

Pictures and captions on these pages describe many 
of the store’s outstanding displays. 


ns 74 elec- 


conta! is knotty 


hted. Back wall 





Above: The display booth for small appliances contains 74 electrical 

outlets so that all appliances can be demonstrated in full operation. 

Decorated the same as lamp booth except that canvas side walls are 
finished in wedgewood blue. 


Left: Radio display booth is 18 by 10 feet with the same knofty pine 

background found in other booths. Canvas covered walls finished 

laurel green. This booth contains 86 electrical outlets so all merchan- 
dise can be operated. Under counter sections display pottery. 
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Sectional view of the downstairs store, north to south. Main appliance section on first floor of the store. 


Model ‘Kitchens 
ta rection! 





The store boasts three demonstration kitchens as illustrated here, 
one on the main floor and two downstairs. These are unlike the 
usual model kitchen display in that they are fully operative. All 
plumbing, electrical and gas connections are complete and any ap- 
pliance or sink can be used. All three of the kitchens are in con- 
tinuous operation by home service directors demonstrating cookery. 
This is an extremely popular feature with housewives who are pros- 
pective customers for the various appliances and cabinets. 
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PERSPECTIVE 





Jusulated 


Tobacco 


OMETIME LATE in May or 

early in June, the annual 
cigarette tobacco harvest will start 
in Florida, and about eight weeks 
later the last barn of tobacco will 
have been cured in the Virginia 
area. During these eight weeks all 
tobacco farmers will be watching the 
sky for the signals of bad omen that 
frequently rob them of a big part 
of thei year’s labor. If the wind 
comes up, driving rain before it, it 
will lower the outside temperature. 
If it whistles through the cracks in 
the curing barn, it will push the 
heat to one side no matter how hard 
the furnace is stoked. 

Tobacco on the windward side of 
the barn will then get spongy from 
lack of heat, while on the opposite 
side there is danger of overheating. 
This excessive heat scorches the 
leaves and often causes fires. Spongy 
and scorched tobacco will bring 
lower rates at the auctions, and fires 
mean a complete loss of the barn and 
the tobacco. 


If the fire should occur early in 
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the curing season, it means that all 
the tobacco in the fields cannot be 
cured as there would not be enough 
barns to do the curing at the critical 
time. Because of this gamble with 
the wind and fire, tobacco farming 
has been all feast or famine for 
many growers. 

Agricultural colleges and tobacco 
farmers alike have realized for a 
long time that if conditions inside 
the curing barn could be divorced 
from uncontrollable outside condi- 
tions and if heat could be properly 
regulated, uniformly high quality 
tobacco could be cured in each barn. 
If the temperatures inside of the 
barn could be carefully controlled, 
the danger of fire would be mini- 
mized, too. It was impossible to ap- 
ply scientific heat and humidity con- 
trols to tobacco curing because up 
until ten years ago no one knew ac- 
tually what went on inside a tobacco 
barn during the curing. A barn of 
tobacco was cured by “know-how” 
picked up during years of operation. 

Research in heat control and 


Diagrams show how fo build 

a tobacco curing barn to be 

used later in the year for 
storing sweet potatoes. 


Curing Barns Are New 


barn construction at colleges and 


on farms since then has resulted in | 
definite advancements so that today 


many farmers are able to con- 
sistently cure better quality tobacco 
while controlling the inside tem- 
perature of their barn. One of the 
pioneers in this work was ‘Tom 
Pearsall who experimented with to- 
bacco curing in conjunction with the 
tobacco experiment station of the 
State of North Carolina on his Jel- 
mont plantation. 

He found that by insulating the 
side walls and roof of the tobacco 
barn and vapor sealing the interior 
wall and roof surfaces, it was en- 
tirely possible to control tempera- 
ture and humidity in the barn. ne 
time during his experimental work 
the source of heat for his tobacco 
barn was cut off due to a blown fuse. 
Normally, this would have been dis- 
astrous, but Tom found that in spite 
of the fact that there was no heat 
in the barn for some ten hours, the 
insulated walls and roof held the 
temperature so evenly that when the 
fires were started he was able to cure 
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out a better than normal barn of to- 
bacco. 

lsecause of the insulation, Mr. 
Pearsall felt that there was greater 
safety from fire because there were 
no cold corners in an insulated barn 
that necessitated forcing the heat 
to kill out stems. 


REMODEL NEWER BARNS 

\LOST of the newer tobacco barns 
remodeled to make them 
more efficient. If they are built with 
wood studs and covered on the ex- 
terior with lumber, metal or asbes- 
the space between the 
studs and rafters can be filled with 
insulation, then 25/32-in. insulating 
hoard can be nailed direct to the in- 
side face of the studs and rafters to 
seal in the fill insulation. Over the 
hoard insulation, it is essential that 
a very good vapor seal paper be ap- 
plied. In applying this, make sure 
that all of the laps are well-nailed 
and that all corners and breaks are 
flashed. 

lt is best to seal over the vapor 
seal paper with a finish of asbestos 
hoard or some other material that 
will prevent puncturing of the vapor 
seal when the tier poles and tobacco 
sticks are being put in place. If 
the vapor seal should be punctured, 
the moisture driven out of the to- 
bacco will find its way into the in- 
sulation and render it useless for the 
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HEATING EQUIPMENT PLAN 








balance of the season. In remodel- 
ing a curing barn, it is well to re- 
vamp the furnace and heating sys- 
tem too. Many of the older systems 
are fire hazards in that they are 
poorly designed and subject to rapid 
overheating. 

The North Carolina Agricultural 
college has developed a new type of 


heating unit for curing tobacco. In- 
stead of using just flues, their sys- 
tem utilizes a large jacket behind 
the furnace for distribution of heat. 
The jacket acts just like a hot air 
furnace in houses. It draws outside 
air into the chamber surrounding 
the main heating flue and dis- 
charges it into the barn through 
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vent pipes that can be directed to 
release heat into any part of the 
barn. By preheating the air before 
it is discharged into the barn, this 
system guards against discoloration 
caused by cold drafts hitting the to- 
bacco. When inside humidity is 
high, it reduces the danger of cold 
air condensing on the tobacco leaves, 
too. 


REDUCE GREEN TOBACCO 


TESTS prove that this system of 
heating will reduce the quantity of 
green tobacco that is frequently 
found directly over the furnace and 
main flue pipes after the curing is 
completed in conventional barns. 
Sponging is also greatly reduced be- 
cause it is possible to heat the house 
more evenly and in an emergency to 
concentrate heat at many needed 
points in the building. In addition 
to curing better quality tobacco with 
less fuel, the modern insulated barn 
reduces the labor needed for curing. 
Reports from the tobacco areas of 
Ontario indicate that curing time 
has been reduced from four days to 
three days in this type of building. 
Tests in North Carolina show that 
119 hours were needed to cure a 
barn filled with 617 sticks of to- 
bacco, and 103 hours for curing 
when only 400 sticks were put into 
the barn, even though the leaves in 
this second barn were heavy second 
growth. The tobacco from this 
North Carolina barn topped the auc- 
tion when sold on successive days. 

No special exterior side wall or 
roof construction is needed. Any 
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material that will fit in with the 
other farm buildings will give good 
service. 

The insulated tobacco curing barn 
really becomes a dual purpose build- 
ing, for after the tobacco curing is 
over, the same building can be used 
for curing and storing sweet pota- 
toes. This is a definite advantage to 
farmers in the tobacco area as most 
of them raise large quantities of 
sweet potatoes. To convert to sweet 
potato storage, it is only necessary 
to put in a false floor which can be 
constructed by moving the tier poles 
down and using them as a slatted 
floor over the heating system. The 
tier poles will have to be supported 
on either side of the furnace, as to- 
bacco barns are generally 20 feet 
square and with a heavy load of 
sweet potatoes to be supported on 
tier poles, the span should not be 
greater than seven feet between sup- 
ports. 
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Getting the Most Out of 
Our Business in 1947 


HAT WOULD YOU like in 1947? I suppose it 

might be something like this: an opportunity to 
grow and progress beyond where we are now, materially, 
socially, mentally, and spiritually. 1 think we would 
want to have more property, perhaps, more profit or its 
monetary equivalent. We would like to have more fun. 
Probably we would like to have more understanding, 
more peace of mind, more spiritual riches. We want 
the satisfaction of having measured up to our responsi- 
bilities and having done a good job. 

Then there are the things we would like to have less 
of. We would like to have less control, less worry, less 
trouble, less disputation, less uncertainty, less annoy- 
ances, less confusion, less pushing around. 


CONTROLS CITED 

NONE of us liked controls. We all had a big cele- 
bration of freedom on Armistice day when we celebrated 
the two victories—the victory in the war and the vic- 
tory over OPA and governmental controls. But we 
are not done with controls in business. There are many 
of them, and I want to mention six that are going to be 
reaching their tenacles into your business. 

|. The economic confusion so prevalent today. 

2. The deplorable public relations of the building 
industry. 

'. The ascendancy of the deflationary forces. 

|. The return to a buyer’s market. 

>. Our unpreparedness for creative and competitive 
Selling, 

6. The birth of a new system of home construction. 

At no time since the Civil war has there been so much 
confusion and, yes, downright conflict in American life 
as there is today. Justice Hughes said, “Only a very 
rich nation could afford to be so ignorant.” Much of 
this ignorance arises from the half-truths that come 
out of the propaganda which is being fed to us every 
day in the newspapers and over the radio. 

| will mention a few of these false beliefs because 
some of them may be held by you. 

The first untruth is that we can have more by pro- 
ducing less. Whereas the truth is that the sum total 
0! what we produce and consume is the current measure 
oi our living standard. We have the fear on the part of 
labor, on the one hand, that by working extra hard and 
producing more, they can work themselves out of a 
job. On the other hand, we have the belief by some 
inanagement factors that real profit lies in the promo- 
‘ion of scarcity. 

The second false belief is that free enterprise built 





, Art Hood addressed 10 of the 32 regional lumber and 
Suilding material association conventions this winter. At 
the close of each talk there were several requests from the 
floor for printed copies of his speech. As the convention 
Season came to a close, the number of requests increased. 
As a concession to insistent demand, a streamlined version 
of his talk is presented here. 
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America. It was free enterprise—plus something. The 
truth is that it was free enterprise plus the hardest 
working management in the history of man, the type 
of management that your father and my father rep- 
resented. The type of management I refer to was the 
kind that opened the door in the morning, the first 
there with the keys, the kind that worked all day long 
and was the last to leave and lock up at night. That 
was what built America. That kind of management 
still exists in spots, but by and large it has disappeared 
in many sections of our country. Labor is not the only 
group that has “feather-bedding,” stand-bys, and slow- 
downs. Management has them too. 


MANAGEMENT DEFAULTING 


ALL too prevalent today is the kind of management 
that comes in at 11 a.m., lectures its help on getting 
out an extra amount of production, and then can be 
seen going out with golf clubs at noon. 

Management is defaulting in many places. That is 
the basic difficulty between management and labor. I 
am going to submit a question to you. Should not 
every strike that has ever been held in this country— 
if you dig deep enough and go back far enough—be 
laid at the door of a faulty management? I heard an 
historian the other day who said, ‘When the economic 
history of this generation is written, it will point out 
the paucity of economic leadership at this time.” It is 
the primary responsibility of management to manage— 
and that means managing men as well as machinery, 
materials and money! 


A third false belief is that the return to rugged in- 
dividualism in America is a practical goal. The real 
truth is we must cooperate to live in today’s world. 
Time was when “every man was for himself and the 
Devil take the hindmost” was a practical operating 
slogan, but that day is as dead as the pre-atomic world. 
One hundred years ago, when we said that, we had 200 
odd job classifications in American life. Do you know 
how many we have today? More than 200,000. We are 
working in an economy with a million operative pat- 
ents. We are completely interdependent. If we stop 
cooperating in America for six weeks, some of us will 
starve. The rail and coal strikes proved that. Rugged 
individualism is as dead as isolationism. 

We need a Declaration of Jnter-dependence to hang 
in every shop and home in America. Fortunately, it 
will not require a major change in our time honored 
Declaration of Independence. Just one word will do! 
Where the old reads, “Life, Liberty and the pursuit of 
happiness” the new will read “Life, Liberty and the 
pursuit of mutual happiness.” Only the latter is realis- 
tic in today’s world. 

The fourth misconcept is that we can have freedom 
from government in business. Our government’s public 
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debt is $260,000,000,000. That is a 77 percent mort- 
gage on your business and the business of every other 
man in America—a 77 percent mortgage! 

The interest on that public debt, the annual service 
charge, is greater than any budget we had in America 
prior to 1930. Our new budget proposed by the present 
administration, $37,000,000,000, is 60 times the budget 
we had in 1916. And we talk about freedom from gov- 
ernment in business! Government will be in there a 
long time. As much as one quarter of our entire econ- 
omy may be government expenditures for the rest of 
our lifetime. _ 

Another misconcept that we have is that the real 
issue in the world today is between Communism on one 
hand and free enterprise on the other. That is one of 
the worst things we have to contend with because it 
is an absolute untruth. There is no such thing in the 
world as Communism. Communism is not communal 
and free enterprise is not free! 

Let’s dig in and get the truth as to what the real issue 
is in the world today. The real issue is: Shall we have 
voluntary cooperation of free men under the law on 
one hand, or compulsory cooperation, enforced by gov- 
ernment police power, on the other? Voluntary cooper- 
ation vs. coercion by the state! That is how simple it 
is, and how real and deadly it is. We have got to coop- 
erate voluntarily if we would preserve the remaining 
freedom in “free” enterprise. 





DISCIPLINE NECESSARY 


HERE is the paradox of freedom. Only by volun- 
tarily limiting our individual freedom in mutual inter- 
est with our fellow men can we have personal freedom. 
Eternal vigilance is no longer an adequate price for free- 
dom. It is part of the price—but the full price which 
we cannot escape its eternal discipline. 

Another misconception is that one group can secure 
a permanent advantage over another group through 
legislation. The legislative pendulum swings from one 
extreme to the other, democracy being what it is, and 
probably will never get back to dead center. But no 
permanent advantage can be secured by any one pres- 
sure group. Legislation curbing the selfishness of one 
pressure group is more and more likely to work to the 
detriment of the freedom of all. Compulsory arbitration 
is an example. That is why the Republican mandate— 
so far—isn’t operative! We must strive in America for 
something nearer the center of where that pendulum 
is swinging instead of one extreme or the other. 

Another false belief that we have is that a condition 
of ecnomie warfare is a normal and inevitable thing in 
American life. Whereas the truth is that capital and 
labor, management and workers, must cooperate or both 
lose their freedoms. 

There seems to be a pugnacity or belligerence in the 
American character that makes large elements plan 
harder to win a battle than to get into production and 
cooperate. They forget that the union of management 
and labor is a marriage literally “made in heaven”—in 
other words—an economic law. Not even communism 
can buck the law of leaders and followers working to- 
gether in modern society. 

The last false belief 1 want to mention is the mis- 
conception that winning an election will solve our prob- 
lems. Some of us Republicans represented here are 
prone to be smug about that situation. 

We in the building industry have been caught up very 
short when we hear a leading candidate for the presi- 
dency on the Republican ticket—as I heard him about 
five weeks ago speaking from the same platform from 
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which I spoke—Senator Taft—talk about the Wagner- 
Ellender-Taft bill. He made this statement, and | am 
quoting him, “Social education, social medicine, social 
mails and social housing are all problems for govern- 
mental action.” I suspect that a Republican bureaucracy 
can be just as malevolent as a Democratic one. 

I don’t suppose | need to go deeply into the public 
relations of the building industry. Our public relations 
couldn't be any lower; we are at the absolute bottom. 
Every radio commentator and newspaper is shooting 
at the building industry. I am realist enough to be- 
live that is why Senator Taft has chosen the building 
industry for his social cause. He thinks it is necessary 
to have a social cause to become President, so he picks 
on this poor, weak, downtrodden, disorganized thing 
called the building industry that the public is kicking 
around as his vehicle to rise on. We have got to do 
something about this question of public relations. The 
dealer must bear the brunt of these calumnies because 
to the local public, in a very real sense, he is the build- 
ing industry! 

DEFLATIONARY FORCES 

PROBABLY the most important of the controls you 
are facing is the startling deflationary cycle. And, gen- 
tlemen, it is happening to the building industry, as | 
am going to try to explain here. 

The deflationary cycle has started. In dictionary 
terms, inflation means a greater supply of money than 
goods; and deflation means a greater supply of goods 
than money. But it is not quite that simple. Money 
is conditioned by the willingness or unwillingness of 
the people to spend what they have, and no matter how 
much money there is, if the people refuse to spend it, 
we have the effect of deflation. 

Neither money nor demand is important if people do 
not choose to exercise their purchasing power and make 
their demand effective. 

A mild deflation, a resistance to selling, is a normal 
condition of a peace time free market. The minute that 
price controls were done away with and we had a free 
market we entered a situation where selling is neces- 
sary; sales resistance became a deflationary factory, and 
the era of war time free spending was over. 

3ut we have nothing to worry about if we sell hard 
enough and creatively enough and if the unwillingness 
to buy is not prolonged to the point where it becomes 
inability to buy, because that is when deflation becomes 
depression. 

Here is evidence that the forces of deflation are in the 
ascendancy over inflation; cash sales are declining; ac- 
counts receivable are rising all over the country; our 
papier-mache order files are disappearing; inventories 
are rising; bank loans increasing. All the elements of 
a recession are here. However, high wage payments, 
cash savings of the people and the public’s unsatisfied 
demand for goods could prevent a recession from |e- 
coming a depression—if business takes the proper steps. 


UNSOLD HOMES 

HERE is the situation in the building industry as | 
see it. In 1946 we started more home building than we 
could finish. In metropolitan areas tens of thousands 
of last spring and summer starts were uncompleted at 
the end of the year. 

You know that delay in completing a house for sey- 
eral months costs an average of $100 per month. These 
extra costs have pushed prices on small homes beyond 
the point where seven out of ten prospects can buy or 
pav for them. In spite of the terrific underlying ‘le- 
mand, completed small homes are standing unsold in 

(Continued on Page 43) 
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LOUISIANA 


Boh elected president at 27th 
annual held in New Orleans 
EDWARD G. BOH, Fredricks 
Lumber company, New Orleans, was 
elected president of the Louisiana 
Building Material Dealers associa- 
tion at the 27th annual convention 
of the association in the Jung hotel, 
New Orleans. Other officers elected 
were: J. Frank Carroll, Carroll 
Lumber company, Alexandria, first 
vice president ; Ivy Jordan, Superior 
Lumber company, Monroe, second 
vice president; George E. Knoop, 
New Orleans, treasurer; R. Need- 
ham Ball, Baten Rouge, was _ re- 
elected secretary-manager. 
Keen interest in the record num- 
ber of exhibits was displayed by 
dealers throughout the convention. 


MASON SPEAKS 

NORMAN P. MASON, presi- 
dent, National Retail Lumber Deal- 
ers association, opened the conven- 
tion with an attack on government 
bureaucrats in a talk titled Your 
Business and Washington Require a 
Program of Action, 

The so-called housing emergency, 
Mr. Mason asserted, “exists only in 
the minds of government bureau- 
crats.” He challenged a statement 
by bureaucrats that there is a mar- 
ket for 15 million homes, that prices 
are too high, that prefabricated 
houses can be produced cheaper than 
conventional houses, that the build- 
ing industry is in the horse-and- 
buggy stage and that large scale 
public housing is needed. 

\greeing that a million homes 
may be built this year, Mr. Mason 
added: 

“If you run your business on the 
basis that there is a market for 15 
niillion homes you are due for a jolt. 
Wishing for a new home and having 
lie ability to buy one are two differ- 
‘nt things. Don’t kid the public 
iat it can buy a house at 1940 
rices in the next few years. Prices 
vt houses won’t go down until the 
ost of labor does down and that is 

ot likely to happen for some time.” 

Labor is now two-thirds the cost 
‘fa house, Mr. Mason said, pointing 
‘ut that the Producers’ council and 
NRLDA are working cooperatively 
'o reduce these costs through the in- 
(lustry-engineered home. 

House prices are already on 
their way down as the result of con- 
sumer resistance, Arthur A. Hood, 
editor, AMERICAN LUMBERMAN & 
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ATTENDING the annual banquet of the Louisiana Building Material Dealers association, left 

to right: E. G. Boh, New Orleans, incoming president; Mrs. Boh; Mrs. Lloyd C. Clanton, Shreve- 

port; Norman P. Mason, president, National Retail Lumber Dealers association; Lloyd C. Clanton, 

Shreveport, retiring president; Mrs. Norman P. Mason; J. Frank Carroll, Alexandria, first vice 

president, and Mrs. Carroll; Ivy C. Jordan, Monroe, second vice president and Mrs. Jordan; 
George E. Knoop, New Orleans, treasurer. 


BuiLtpiInG Propucts MERCHANDISER 
told the convention. He said that 
many houses are selling for 25 per- 
cent less than a year ago and that 
many $10,000 houses are going un- 
sold. 

The shortage of skilled building 
labor will help promote the sale of 
factory-made prefabs, predicted ‘Mr. 
Hood, although the sale of the pack- 
aged home will only affect the low- 
cost market, 

In his talk, The Future Real 
state and Building Market, Roy 
Wenzlick, real estate analyst, St. 
Louis, revealed building statistics 
following World War I to show how 
closely post-war building prices are 
following the trend at that time. He 
predicted a break very shortly in the 
price market and advised dealers to 
refrain from building up inventories 
or otherwise investing in the con- 
struction field until that time. 

Others on the program were 
George P. Merrill, general sales 
manager, The Stanley Works, New 
Britain, Conn., Merchandising of 
Builders’ Hardware; Edwin A. Dan- 
iels, vice president and treasurer, 
the Lowe Brothers, Dayton, Ohio, 
Present and Future in Paint Retail- 
ing; M. F. O’Neil, manager of 
dealer relations, Firestone Tire and 
Rubber company, Akron, Ohio, Sell- 
ing and Merchandising. 

New directors elected by the asso- 
ciation were Gus Kellett, New 
Orleans; Vincent Riehl, Eunice: 
Thomas A. Harrel, Winnfield and 


3UILDING Propucts MERCHANDISER, April 26, 1947 





Paul Nohe, Jennings. Lloyd C. 
Clanton, Shreveport, will serve as 
dealer-director to the National Re- 
tail Lumber Dealers association. 


SOUTHERN PINE 


President Hardtner declares 
timber shortage era is gone 

THE timber shortage era is on its 
way out, Q. T. Hardtner, Urania, 
president of the Southern Pine as- 
sociation, declared at the 32nd annu- 
al convention of the association 
held at the Roosevelt Hotel, New 
Orleans, Mar. 18-20. 

“About 30 years ago,” said Mr. 
Hardtner, “it was the general belief 
that our timber supply would be ex- 
hausted in about 20 years. Now 
the industry is still going strong 
and is looking toward the future 
with a great deal of encouragement. 


FUTURE MARKET 

“FOREMOST among our wor- 
ries,’ said the president in his annu- 
al address, “is the future market 
for our product. With constant rising 
costs of production, keener competi- 
tion from substitute materials, dis- 
rupted distribution channels, higher 
transportation costs and burdensome 
restrictions and regulations, we will 
be extremely fortunate if we are not 
squeezed completely out of many of 
our former markets. 

“And, if these problems are not 
eonugh to cope with, we still have 
to keep our sights upon the ade- 
quate, stable and economical supply 
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of our raw material. Somewhere 
between the chaotic stumpage we 
have today and a timber supply that 
is not paralyzed by government reg- 
ulations and restrictions, we should 
tind the kind of timber market that 
will assure steady and _ profitable 
production of Southern Pine.” 

Highlight of the convention pro- 
gram, which was of high caliber 
throughout, was a panel discussion 
covering seven topics—forestry, me- 
chanical efficiency, labor supply and 
performance, standardization and 
grades, traffic, trade promotion and 
consumer acceptance and_ product 
performance. 

“Quality and quantity are the 


a wider scale to maintain a satis- 
factory growing stock. 

2. Limit the cutting on sapling 
and pole-sized trees to allow these 
trees to attain saw-timber size. 

3. Bring into production as soon 
as possible the poorly stocked and 
denuded lands. 

P. C. Gaffney, New Orleans, de- 
partment manager of the labor in- 
formation service of the association, 
said that 32 cents out of every dol- 
lar of Southern pine cost went to la- 
hor in 1941. By 1945, 41 cents went 
to workers. The number of man 
hours required to make 1,000 feet of 
pine was 34 percent more in 1946 
than in 1935. In 1941, labor cost 





NEW officers of the Southern Pine association, left to right, seated: E. O. Lightsey, Miley, S. C.; 
Q. T. Hardtner, president, Urania, La.; H. M. Seaman, Houston, Tex.; standing, W. T. Neal, 
Brewton, Ala. and H. C. Berckes, secretary-manager, New Orleans. 


fundamental things to be kept in 
mind when growing timber,” H. M. 
Seaman, Houston, Tex., chairman 
of the forestry committee said. 

Although the South has 183,- 
000,000 acres of timber, sawtimber 
is being reduced at the rate of one 
and one-half percent annually over 
and above the annual growth, Sea- 
man said. 

He said the real question is grow- 
ing trees to sawtimber size. Only 
about 54 percent of the 183,000,000 
acres actually contain stands of saw- 
timber size; 28 percent of the land 
is in seedlings and saplings and 
pole-timber areas and the remaining 
18 percent is rated as poorly stocked 
and denuded. 


ANSWERING THE PROBLEM 


THE answer to this problem, Sea- 
man maintained, is as follows: 
1. Practice restrictive cutting on 
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per thousand feet was $9.53; by 
1945 it has skyrocketed to $19.63. 


FAIR GRADING 


GREATEST protection from gov- 
ernment interference, said Basil E. 
Kenney, Port St. Joe, Fla., chair- 
man of the Southern Pine Inspec- 
tion bureau, is fair grading of lum- 
ber on the part of the dealers. 

Discussing production efficiency 
in woods, sawmills and yarding op- 
erations, C. L. Willis, Mobile, Ala., 
advocated demonstrations on the 
grounds to show workers how to 
handle timber easier and more rap- 
idly. 

Socialism is gaining ground 
around the world because “free-en- 
terprisers are so busy free-enterpris- 
ing that they don’t pay sufficient at- 
tention to public affairs,’ Samuel 
BR. Pettengill, former congressman 
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from Indiana told the convention in 
his speech, warning against the 
growing trend toward socialism in 
the United States as exemplified in 
the Wage and Hour law. 

Other officers elected aside from 
Mr. Hardtner, as president, were: 
first vice president, Oswald Light- 
sey; second vice president, H. M. 
Seaman: treasurer, W. T’. Neal; sec- 
retary, H. C. Berckes. 


NEW JERSEY 


Cadwallader elected president 
at Atlantic City convention 


PAUL W. CADALLADER of 
Woolsey & Cadwallader, Penning- 
ton, was elected president of the 
New Jersey Lumbermen’s associ:- 
tion at its 63rd annual convention 
held at Hotel Traymore, Atlantic 
City, Mar. 19-20. 

Other oflicers elected were: I. 
Donald Sterner, Sterner Coal & 
Lumber company, Belmar, vice pres- 
ident; G. B. Roesler, Fairmount 
Coal & Lumber company, Hacken- 
sack, acting secretary and treasurer. 

Labor and labor shortages may he 
the No. 1 problem this year, H. It. 
(Cotton) Northup, secretary-man- 
ager, of the National Retail Lumber 
Dealers association, told the conven- 
tion. 

GOAL FOR 1947 

CITING the industry goal of one 
million homes to be completed in 
1947, Northup pointed out that in 
1946 the industry, hampered by 
government regulations and_ short- 
ages, had actually completed only 
153,800 homes. 

“Lack of materials and allocation 
practices prevented completion ol 
330,000 homes started in 1946." 
Northup charged. “The completion 
of those homes, plus the starting and 
completing of 670,000 additional 
homes should provide the American 
people with 1,000,000 more homes 
in 1947.” 

The purpose of the industry-eng'- 
neered home project is better hom 
at lower cost, added Northup, c¢! 
ing figures to show that labor cos' 
on new homes rose three tim 
higher in dollars during World War 
II than it did during World War |. 

“The spur behind the increase '1 
the cost of living has been increas: 
government expenditures and i- 
creased taxes,” declared Northup. 

“Approximately 25 percent © 


te ‘ te 


So 


every dollar spent for a home or 
anything else finds its way into hil- 
den or other taxes and this spur io 
living costs has prodded labor int 
its demands for increased wages —- 
and the dual effect of increased 
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wages and taxes has increased the 
rice of home construction. 

~ Nevertheless, if you compare the 
relative cost of new homes with any 
other commodity, you will find that 
dollar for dollar a new home will 
vive you as much value for your 
money as any other product in the 
market.” 

N. S. Gentile, retiring president, 
urged dealers to “get back to earth 
for the buyers’ market is rapidly re- 
turning. Customers are becoming 
choosier and are thinking in terms 
of more and better merchandise for 
their money.” 


DEALER'S RESPONSIBILITY 
POINTING out that the public 


is scanning all products with in- 
creasing critical approach in search 
of the best product for the lowest 
possible price, Gentile declared “the 
responsibility for lower quality rests 
with you, for as long as you accept 
it, so long will the manufacturers 
produce it.” 

One highlight of the convention 
was a forum on building materials. 


Speakers included Larry C. Hart. 
vice president and general sales 
manager, Johns-Manville corpora- 


tion; J. R. Blunt, West Coast Lum- 
bermen’s association; O. O. Bright, 
Southern Pine Manufacturers’ asso- 
ciation; W. D. Sawler, National 
loor Manufacturers’ association; D. 
I. Meredith, National - American 
Wholesalers association, and H. R. 
Northup representing NRLDA. 
Other speakers were Jerry M. 
Ilaley, Norm Advertising, Ine., 
hose Public are They? and The 
Lubor Situation in Our State by 
State Labor Commissioner Harper. 


FLORIDA 


Outstanding Tampa convention 
elects Harry Lawson president 


\ CONVENTION attendance of 
imost 400 and a _ record-breaking 
‘loo-Hoo class of 119 Kittens and 
» reinstatements helped make the 
2ith annual convention ‘of the Flor- 
da Lumber and Millwork associa- 
‘ion in Tampa, Mar. 27-28, one of 
‘he most successful in history. 

Secretary Marie Bennett reported 
in attendance of 375 for the banquet 
ind dance at the Hillsboro hotel, 
convention headquarters, and every 
seat occupied for the first business 
session the next morning when Flor- 
ida’s_ Attorney General, J. Tom 
Watson spoke on The Retail Lumber 
Dealer and Labor Legisation. 

Urging lumber dealers to fight 
against the closed shop, Attorney 
General Watson declared: 

“Closed shops monopolize labor 
and put it in the hands of men who 








MOST successful concat in the history of Hoo-Hoo was a highlight of the 27th annual conven- 
tion of the Florida Lumber and Millwork associatiom convention in Tampa. Front row, left ta 
right; Ben F. Springer, 34,265, International Secretary; Norman P. Mason, president, NRLDA; 
James F. Mack, national director, Florida association; Lucien Renuart, Miami, and R. E. Saberson, 
12,075, Snark of the Universe; back row: John H. Dolcater; Forace F. Holland, president, Florida 
association; Stanley F. Horn, 23,839, Jabberwock, Nashville, Tenn.; Martin T. Wiegand, 44,882, 
Gurdon, Washington, D. C., and Harry Lawson, vice president, Florida association. 


admit they are working for their 
own interests.” Replying to a ques- 
tion from the floor, Watson said the 
Wagner act does not deny an em- 
ployer the privilege of telling his 
employees the disadvantages of be- 
longing to a particular union or to 
discuss the matter fully with them 
when the organizer is seeking to en- 
roll them in a union.” 


OFFICERS ELECTED 


HARRY L. LAWSON, Bailey’s 
Lumber yard, Miami, was elected to 
succeed Florance F. Holland, Pan- 
ama City, retiring president. Other 
officers elected were Francis J. Igou, 
Central Florida Lumber & Supply 
company, Orlando, vice president; 
Horace C. Lewis, Lewis Lumber 
company, Bradenton, vice presi- 
dent; Robert D. Morris, Carolina 
Lumber company, Jacksonville, vice 
president. 

Norman P. Mason, president of 
the National Retail Lumber Dealers 
association, urged Florida dealers to 
“write your congressmen” in an ef- 
fort to defeat the Wagner-Ellender- 
Taft bill in the House. Conceding 
that the bill will probably pass the 
Senate, Mason declared every effort 
should be made to defeat it in the 
lower branch. 

Mason declared that already the 
Government’s temporary housing 
program has utilized enough lumber, 
gypsum board, bathroom and 
kitchen equipment to build an equal 
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number of attractive 
homes. 

The customer is getting more 
realistic about the price of homes, 
added Mason, saying that almost 
everywhere the customer is asking 
the price and “smart dealers are dis- 
playing their prices.” 

Other speakers on the program in- 
cluded J. M. Haley, Norm Advertis- 
ing Ine., New York, Whose Public 
are They?; H. EK. Saberson, Weyer- 
haeuser Sales company, St. Paul, 
Minn., Getting Ready for What’s 
Ahead?; Roy Wenzlick, St. Louis 
real estate analyst, Forecasts for 
1947. 


permanent 


SUCCESSFUL CONCAT 

The record-breaking Hoo - Hoo 
concat was held at the Tampa Police 
Pistol Range club. In addition to 
Snark of the Universe Saberson, 
12,075, members of the Supreme 
Nine participating were Stanley F. 
Horn, 23,839, Jabberwock, Nash- 
ville, Tenn.; Martin T. Wiegand, 
44,882, Gurdon, Washington, D. C.; 
Ben F. Springer, 34,265, Supreme 
secretary, Milwaukee, Wis. 

District directors elected at the 
national convention were: Ashton J. 
Hayward, Pensacola Builders Sup- 
ply company, Pensacola; E. A. 
Thornton, Capital City Lumber 
company, Tallahassee; Robert C. 
Lechner, Lechner Lumber company, 
Jacksonville; D. B. Alexander, 
Mitchell and Alexander, Daytona 
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Beach; H. M. Horton, Sunrise 
Lumber & Supply company, Ft. 
Pierce; R. C. Tylander, Tylander’s, 
Inc., West Palm Beach; E. B. 
O’Neal, Cheely Lumber corporation, 
Miami; Edward Simpson, Fort 
Myers Builders service, Inc., Fort 
Myers; R. E. Deacon, West Coast 
Lumber company, Sarasota; J. L. 
Ewell, Ewell Lumber & Supply 
company, Lakeland; B. Frank Ed- 
wards, Edwards Sash, Door & Lum- 
ber company, Tampa; W. W. Black- 
burn, W. W. Blackburn company, 
Clearwater; H. R. Stringfellow, 


Stringfellow Supply company, 
Gainesville; T. <A.  Brotherson, 


Brown Builders Supply company, 
Mt. Dora. 

Forace F. Holland, Holland Lum- 
ber company, Panama City, direc- 
tor-at-large; James F. Mack, Mack 
Lumber company, Hollywood, na- 
tional director. Earl Jones, Gate 
City Sash & Door compony, Ft. 
Lauderdale; John 4H. Dolcater, 
Krauss Bros. Lumber company of 
Florida, Tampa; W. E. Mack, Mack 
Cypress company, Jacksonville, as- 
sociate directors. 


TEXAS 


Exhibits act as magnet for 
huge Galveston attendance 


UNUSUAL interest in the scores 
of diversified lines, especially new 
products and materials, highlighted 
the record-breaking 61st convention 
of the Lumbermen’s Association of 
Texas at the Municipal auditorium, 
Galveston, Mar. 9-12. 

Winfield Oldham, Dallas, was 
elected president, succeeding S. F. 
Styles, Houston. H. L. Stokely, 
Brownsville, was named first vice 
president; W. B. Henderson, Fort 
Worth, was named second vice presi- 
dent and W. B. Millstead, Houston, 
third vice president. 

WARNS AGAINST INVENTORY 

SPEAKING on the Future Real 
state and Building Market, Roy 
Wenzlick, real estate analyst, St. 
Louis, advised dealers against any 
building investment whatever at this 
time. 

Based on what happened in the 
industry following World War I, 
Mr. Wenzlick predicted that con- 
sumer resistance will eventually 
break the market. Currently prices 
are at their all-time high and they 
are certain to go down, added the 
speaker, who advised dealers against 
building an inventory. 

Arthur A. Hood, editor, Amert- 
CAN LUMBERMAN & _ BUILDING 
PropucTS MERCHANDISER, urged 
dealers to resist price exploitation 
and to foster home building through 
their dealer organizations. In an ef- 
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AUSTIN DREWRY, Gunnison Homes Inc., New 


Albany, Ind., president of Prefabricated 
Home Manufacturers’ institute. 


fort to cut costs, Mr. Hood urged a 
close study of retail operations by 
individual dealers. 

One solution to the housing prob- 
lem, Mr. Hood added, will be the 
forthcoming industry - engineered 
home which will be manufactured 
co-operatively by the Producers’ 
council and the National Retail 
Lumber Dealers association. 

Also on the convention program 
was Judge John H. Bickett Jr., gen- 
eral attorney for Southwestern Bell 
Telephone company, Dallas, who 
spoke on Federal power expansion 
through the inter-state commerce 
commission clause of the Constitu- 
tion. Dr. George S. Benson, presi- 
dent, Harding college, Searcy, Ark., 
spoke on America in the Valley of 
Decision. 

ADOPT RESOLUTIONS 

RESOLUTIONS adopted by the 
association urged the removal of 
governmental limitations on all 
types of construction; advocated a 
policy of tax equality among all 
competitive organizations; advo- 
cated the handling of low-cost hous- 
ing at the local level; urged repeal 
of the Patman act with the excep- 
tion of Title six, covering insured 
loans on rental housing. 

Officers retained by vote of the 
membership were: Verner McCall, 
Houston, treasurer; Jack Ray, 
Waco, sergeant-at-arms; Gene 
Klein, Amarillo, acting sergeant-at- 
arms; Jack Dionne, Houston, hon- 
orary secretary and Gene Ebersole, 
Houston, executive vice president. 


SOUTHEAST MISSOURI 
Sweazea succeeds Henderson 
as association president 
DEALERS were advised to take 
an active interest in their state and 
national government by J. S. N. 
representative of 


Farquhar, state 


Cape Girardeau county, at the 39th 
annual convention of the Southeast 
Missouri Retail Lumber Dealers 
association which was held in Hotel 
Marquette, Cape Girardeau, on April 
11. 

Although many dealers are vitally 
concerned with local government 
within their market area, the en- 
croachment of state and national 
government can have an even more 
important effect upon their business 
operations, warned Rep. Farquhar. 

EK. G. Sweazea, Piedmont, was 
elected president of the association. 
W. M. Robinson was elected vice 
president and Wm. 'T. Nethery see- 
retary and treasurer. Directors 
elected were Carl Kottmeier, Kimms- 
wick; Paul Moreau, St. Genevieve; 
John Kiefner, Perryville; Maurice 
Malin, Caruthersville; Lanier Byrd, 
Charleston, and A. M. Jackson, 
Sikeston. 

Other speakers who addressed the 
convention, which was attended by 
125 dealers, included Dr. George 8. 
Benson, president, Harding college, 
Searcy, Ark. His topic was Obser- 
vations from Two Months in Eu- 
rope. The address delivered by Ar- 
thur A. Hood, editor, AMERICAN 
LUMBERMAN AND BUILDING PRop- 
ucts MERCHANDISER, Getting the 
Most Out of Our Business in 19447, 
appears elsewhere in this issue. 


PFMI SESSION 
Austin Drewry elected president 
of prefab manufacturers group 

AUSTIN DREWRY, secretary of 
Gunnison Homes, Ine., a subsidiary 
of U. S$. Steel corporation, was 
elected president of the Prefabri- 
cated Home Manufacturers’ insti- 
tute at the fourth annual meeting 
in Chicago, Mar, 25-26, 

“The prefabricator,’ said Mr. 
Drewry, “is being squeezed between 
high labor and material costs on one 
hand and the necessity for bringing 
down prices of the finished product 
on the other. 

“To succeed: under these conii- 
tions, manufacturers must quickly 
assemble a background of experi- 
ence, ample financial resources and 
hard-hitting sales organizations.” 

Richard Alger, director of the 
branch of industrialized housing in 
the Office of the Housing Expedite, 
said that prefab plants have a }0- 
tential production this year of 9°, 
600 units. It was estimated that the 
institute’s 63 member companies 
will produce 60,000 to 70,000 houses 
this year. 

Other officers elected were: Jo! 
Pease, Pease Woodwork company, 
Cincinnati, vice president; Hart 
Anderson, Page and Hill company, 
Minneapolis, secretary-treasurer. 
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Getting the Most Out of 
Our Business in 1947 
(Continued from Page 38) 


metropolitan areas. Consequently operative builders are 
not taking chances on new starts this spring. In nearly all 
metropolitan markets current new home starts are far be- 
low last year’s figures. 

\ieanwhile, production figures of all types of building ma- 
terials are climbing, and when these two forces—fewer 
starts and increased production—come together in the next 
60 or ninety days, the inevitable will happen: prices based 
on charging all the traffic will bear, whether for labor or 
materials, will be readjusted. 

This is already reflected in the used house market. 
Prices in 47 cities are down 25 percent from the peak real 
estate figures of last year. 

All this doesn’t necessarily mean a depression in build- 
ing. The truth is that we cannot have a residential build- 
ing boom at prices that 70 percent of our market cannot 
pay. But we can build and sell or rent twice as many 
houses aS we have in our best recent years if new con- 
struction prices are readjusted to indexes comparable to 
other industries. 

It is probable that building this year and next will gen- 
erally follow the pattern of 1920-21. (We built twice as 
many houses in 1921, a deflationary year, as we did in 1920, 
while we were still in an inflationary period.) 


OUTLOOK OPTIMISTIC 

I AM extremely optimistic about the building outlook— 
after we have wrung abnormalities out of the pricing struc- 
ture. We should be able to build more than a million homes 
per year because we have 30 percent more labor and ma- 
terial production than we did in 1926 when we built 
950.000. 

It becomes more clear every day that 1947 is a transition 
year between the seller’s market of the last few years 
and the buyer’s market just ahead. 

With production mounting and consumer selectivity and 
resistance growing, it is inevitable that we are entering 
a highly competitive period in which the free spending 
years we have just experienced will seem like heaven. 

In tact, with our productive plant capacity at 240 per- 
cent of our pre-war tonnage, we are probably about to enter 
ithe most competitive period American business has ever 
known. Our high gross profit honeymoon is over. Net 
profits in the future will come from large volume at lower 
Inargins rather than the opposite. 

Dealer competition will be terrific. Ten thousand new 
lumber yards have been set up in the last two years, and 
thousands of chain specialty stores have added building 
products to their lines. Dealers are facing tripled competi- 
tion from other lumber dealers, from other building prod- 
ucts dealers and from competitive industries. 

Right at the time when we are going to need a hard- 
hitting retail selling organization in the building material 
industry, we find our sales personnel situation at the low 
point of recent years, both quantitatively and qualitatively. 

There is good reason to believe that this sales demoraliza- 
tion is almost universal—that our organization for creative 
selling is completely demoralized and debilitated. 

And to no less degree it is probably true of sales manage- 
ment, 

We have a tremendous rebuilding and re-orienting job 
to do here. 

Probably the most hopeful thing we have in the con- 

‘ruction industry at the present time is the Industry En- 

sineered home. A new element is coming into the home 

building picture that is different from the old orthodox 
ogram of home building and utterly different from pre- 
brication. It is a middle-of-the-road program. 

It was started a year ago last August by a group of the 
National Retail Lumbermen’s association and of the Pro- 
cucers’ council, Ine., creating a Coordinating committee 

sisting of 14 representative manufacturers and 14 deal- 

s. The program is a year and one-half old. This com- 

iiitee conceived the idea that the construction industry 

‘uld develop a line of simple homes that they could use 

» the backbone of their selling program to the consumer. 

These homes have been developed by Randolph Evans, 

i architect, on what he calls the domino basis—16 by 24 
units. You can put two, three, four, or five units together. 
“here are literally scores of ways you can fit these units 
ogether architecturally, to make either a small or a large 
ome, Literally hundreds of decorative schemes may be 
applied, and yet the plans are all standardized to the 
point where the building material manufacturers — the 
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manufacturer of mill work, of plumbing, of heating, of elec- 
trical materials, of paint—can engineer his product into 
a single package for that home. These manufacturers are 
engaged at the present time in engineering their products 
into the industry engineered home on the basis of eliminat- 
ing every possible minute of construction labor on the site. 

Then those packages may be distributed as directly as 
possible to the lumber dealer. This sounds as though it 
might work to the detriment of certain wholesalers of 
building materials, certain jobbers of plumbing and heating 
supplies, etc., but it will not. 

Twenty years ago the average retail lumber dealer did 
not handle hardware. Today, the hardware manufacturers 
themselves say that 50 percent of builders’ hardware is 
distributed through the lumber dealers of America, and yet 
there are more hardware stores now than ever before! 

Savings though improved distribution techniques passed 
on to the consumer will open new volumes of sales that will 
employ to capacity every existing distribution structure in 
the industry. 

ACTION PROGRAM 

NOW I wish to say something on the other side of the 
picture. What are you going to do about these controls 
that are entering your business as you face 1947? I want 
to name a dozen or so of the constructive things we might 
do. ’ 

BUY CONSERVATIVELY 

FIRST of these is to approach our purchasing problems 
realistically. I think there is no time like the present to 
sit tight and not add inventory at these prices. It is a 
good time to set up reserves against inventory losses. It 
is a time to have commitments from your customers before 
you place orders for goods that are above average price 
indexes. What I have said are generalizations. There are 
some exceptions. Wholesalers have some bargain sales 
for the dealer, and it is a good time to stock up when 
suppliers are looking desperately for outlets. There has 
been a great increase in the production of specialty items 
that dealers distribute. Now is the time, when you find 
bargains, to begin to widen your inventory of all reason- 
ably priced items. Be as selective as your customers in 
buying. Insist on quality at a reasonable price. 


WATCH YOUR PRICING 

NEXT is the question of pricing. This is not the time 
to charge what the traffic will bear. I know I am talking 
against human nature and it probably isn’t doing much 
good. But greediness in pricing in a situation such as we 
have carries its own inevitable penalty. There isn’t a man 
who went through 1919 and 1920 who doesn’t know what 
I am talking about. All history has demonstrated that the 
higher the prices go, the harder they fall! The more con- 
trol you can have on the reasonableness of the margin you 
are asking, the safer your business will be. 

The delivery of quality products at reasonable prices will 
do more to restore public goodwill than anything else you 
can do. 

Justify your prices to the public by advertising. If your 
prices are right you need have no inferiority complex. If 
they are out of line, have the courage to advise the public 
not to buy. Chicago meat markets, when pork went sky- 
high, posted signs in their stores advising people not to 
buy. The law of supply and demand took hold immedi- 
ately and pork returned to an index comparable with other 
foods in a few days. Retailers are purchasing agents for 
their consumers; if you are convinced that prices are badly 
out of line on certain items, it builds goodwill to be frank 
with the public. In judging suppliers’ prices, it is vitally 
important to know their costs, before condemning a sup- 
plier or a group for greedily exploiting a shortage. 


REDUCE COSTS 

NOW is the time to study every detail item of cost. One 
of your association projects could be the study of com- 
parative costs; find out department by department which 
dealers are achieving the lowest operating costs. 

Fight new house costs every way within your grasp. 
Find out who is giving the best house values in the whole 
area, and publicize it through the Association. Find out 
why they are able to build a house two, three, or five hun- 
dred dollars lower than the average market. Study the 
comparative costs of the complete house. 


CONTROL THE MARKET 
ANOTHER technique is to organize your operation to 
control the home building volume in your market. 
Lamar Forrest, testifying before Congress, said that 70 
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percent of the homes in America are controlled, as far as 
construction specifications are concerned, by the retail 
lumber dealers. I believe that to be true. Yet I have a 
letter from an executive of the National Association of 
Home Builders who says that 80 percent of the home 
building volume is controlled as to specifications by the 
building contractors. Both can’t be right! 

I think it is time that the lumber dealers definitely es- 
tablish, organize and publicize within the industry control 
of the home building volume in their markets so that the 
national picture is one of dealer control in every one’s 
mind. You are the man who is the investment factor in 
the local industry and there is a logical and economic 
basis for your control, by virtue of the fact that you have 
plants, inventories and facilities invested in this industry. 
The control logically rests with you! But you must or- 
ganize to have it and to keep it. 

I think you should control construction labor in your 
own interest, through selling labor to the consumer 
wrapped up with your materials. There is going to be 
a shortage of labor until we train more mechanics. The 
best way you can get the most out of 1947 is to sell to the 
consumer jobs of labor and materials wrapped up together. 
Have a job waiting for the available mechanic the minute 
he has finished with his last job. That is good business. 

Another factor is to get consumers to do more building 
for themselves. We should begin to capitalize more and 
more on the ability of consumers to contribute to con- 
struction work. 


ADD DEPARTMENTS 


ANOTHER idea is to widen your departmentalization 
toward a complete building department store of your com- 
munity. The retail lumber and building products dealer 
who organizes a comprehensive service embracing all the 
light construction needs of the community has the greatest 
profit potential of any of the merchants on Main Street. 

Another suggestion is to start thinking about installment 
selling again. This consumer hesitancy to buy can be 
broken down by quoting your package in monthly amounts 
before you quote your prices. Let’s step up our advertising 
and our installment selling. Let’s get some new signs up, 
brighten up our displays, make our places attractive to 
women. Let’s get ready to spend up to two percent for 
advertising and creative sales promotion. 

It may seem inconsistent to you to talk about reducing 
costs in one breath and increasing expenditure for adver- 
tising in the next. It is not inconsistent because advertis- 
ing money properly spent is an investment rather than an 
expense. 


TRAINED MANPOWER 


GET your manpower trained. I wish I had time to tell 
yau what is going on in the training of manpower. We 
have 1200 boys and girls taking our four-year courses in 
28 universities, training to be the lumber dealers of the 
future! After four years they will receive a Bachelor of 
Science degree in Light Construction, Engineering and 
Marketing, and they are going to be spendid help to you— 
1200 of them. Hundreds more are taking 30-day courses 
sponsored by the various associations of the country in 
cooperation with your National association. I am sure 
you are planning something of the kind in your own Asso- 
ciation. I want to urge your active support of the re- 
gional and national associations. Some dealers have the 
feeling that with OPA out, there is little need for a large 
national organization of the retail lumber dealers; actu- 
ally, there is a greater need. 

We need a strong public relations program. This Wagner- 
Ellender-Taft bill is in great danger of passing. Who is 
going to be harmed by it? The manufacturer? Not to any 
great degree, because the government must buy products 
even if the government builds the houses. The contractor? 
Not especially, because the government must have construc- 
tion under supervision. Who is going to be hurt by social- 
istic legislation? The dealers of America! You need your 
national association today more than ever before. 

It is essential to do business with the manufacturer on a 
collective basis in developing the industry-engineered home. 
It is a national business, so you must have a national 
organization to deal with the national producers in this 
industry. But there is no national producer who produces 
even one percent of the materials that are distributed 
through the retail yards of this country. So the producers 
must be organized nationally and retailers have to be asso- 
ciated nationally; the two must cooperate at the national 
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level. That is why we have our Manufacturer-Dealer Co- 
ordinating committee to support a national cooperation 
which we have never had before. 

If we must cooperate to live and perpetuate our free- 
doms in today’s world, we need more and better structures 
for cooperation at all levels. 

‘specially at the grass roots or community level this 
pattern must be established. 

Lumber dealers are rightfully at the front in community 
leadership. It is your responsibility as a protagonist of 
free enterprise to organize local structures which cut across 
the pressure goups in the local community—which will 
settle poblems through voluntary cooperation instead of 
resorting to more laws! 

Every time a voluntary agreement is arrived at which 
obviates the necessity of passing a law, another plank 
is mailed to the supporting structure of freedom and we 
put off the day when the economy will be run by the State. 

The dealer should be active in local building industry 
organizations such as Home Planners institutes. This 
Home Planners institute is without question the finest pub- 
lic relations instrument which has yet been created for 
the industry. 

One of the best ways to prevent the socialization of hous- 
ing is at the grass roots. If each community tackled the 
local housing problem cooperatively and realistically we 
would have no national problem. 

The lumber dealer can exercise 
here. 


important leadership 


BETTER HUMAN RELATIONS 


AFTER years of study of the problem, I have concluded 
that getting the most of the best from 1947 or any year 
is a matter of giving rather than getting. There is a 
wonderful mystical law of nature that the three things 
we crave most from life—happiness, freedom, and peace 
of mind—are always attained by giving them to somebody 
else. We cannot get without giving. We cannot have with- 
out producing, and we cannot keep without sharing. It is 
an immutable law that we can only have freedom, peace of 
mind, and happiness by giving them to others. 

As leaders in your community, as leaders in your asso- 
ciation and as leaders in the National Retail Lumber in- 
dustry, what can you do in giving and sharing that you 
may have the most out of the best in 1947? 

I will guarantee that you can increase your profits in 
1947 by 40 percent at an increase of operating cost of not 
over 15 percent through the application of this 12-step 
formula in your relationship with your own employees. | 
would like to have you keep in mind your own attitude 
toward your job when you were an employee. It is easy 
to apply these individual steps in your relationship with 
your own employees. 

1. Provide for each employee a fair job evaluation. 
Make him understand that anything less than that mini- 
mum will be unsatisfactory. Give him an understanding of 
the causes for disciplinary action. 

2. Set up incentives and rewards for extra thought, in- 
genuity, loyalty, resourcefulness and enterprise. Share 
the savings arising from employee inventiveness. 

3. Offer reasonable job security and an understanding 
of why he has it with you. 

4. Stress the significance of the individual. Have re 
spect for his personality. Give each employee a sense of 
being needed and important. 

5. Inform your employees of what is going on in your 
business. Consult them within their capacity for contribu- 
tion. Draw out the best thinking of which they are capable. 

6. Set fair wages. Have an equitable compensation plan 
based on growth of pay with growth of productivity. 

7. Provide decent environment and pleasant working 
conditions. 

8. Demonstrate a real interest in the individual’s health 
and happiness. 

9. Provide an opportunity for mental development and 
progress implemented with training facilities. 

10. Establish some responsible management representa- 
tive to consider complaints. Modify or remove causes [ol 
friction. 

11. Give each employee a sense of belonging, of being a 
member of a winning team. 

12. Make the interest of the employee coincide with that 
of the company. 

There isn’t a dealer that cannot apply this formula to 
his business with the most constructive results. I submit 
to you that that is the way to get the most of the best 
of 1947. 
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NEW HIGH FOR WHOLESALE BUILDING MATERIAL PRICES is disturbing. Construction labor costs, too, 


show no sign of declining. Rather the contrary. The National Association of Home Builders points out that 
serious strikes are in progress or in preparation. NAHB claims that in some areas these wage demands, if 
granted, would add $1,000 to $2,000 to the cost of new homes. Millwork and flooring, the Department of 
Commerce reports, have not caught up with demand, but are closing the gap. Collateral lines—nails, fur- 
naces, plumbing items and clay products—are in fairly good supply. Except in scattered places, shortages 
of these materials no longer hold up construction. 


NEW CONSTRUCTION FOR THE FIRST QUARTER WAS OFF 12!/2 percent by estimates of Federal 


economists; some reporting agencies put the figure at nearer 20 percent. Residential contracts showed a 
slight gain but nonresidential were far under original estimates. Estimates for residential construction are 
now placed at 700,000 units as against the earlier tigure of one million. Construction for 1947 is now esti- 
mated at 12 billion dollars or less; the earlier estimate was 15 billions or more. 


WILL BUILDING COSTS DECLINE is the vital question facing the industry. Declining costs, if they occur, 


may be expected largely in material prices. Labor costs are not likely to shrink. Labor efficiency may im- 
prove, but Washington sources aren't betting on it. Better balanced supplies of building materials are 
helping reduce costs somewhat. However, not all analysts expect a decline in housing costs. NAHB reports 
veterans are not building because of high costs and adds this point: housing costs may be substantially 
higher in the years ahead if labor costs increase. Some observers predict that construction costs will de- 
cline by as much as 25 percent by the end of 1947. Refusal to buy, they say, will inevitably help cut 
prices. The trend in this direction has already started. 


STORM WARNINGS FOR THIS INDUSTRY have been issued by the Department of Commerce. High 


prices, says this agency, are prevalent in paints, lumber, some hardware lines, pulp and paper and fur- 
niture. Especially high prices, incidentally, are being asked for industrial and commercial buildings, but 
tentatively placed contracts for new buildings are being cancelled. Top-flight economists are urging man- 
igement into a policy of caution at this time—at least until the price adjustment problem has been met. 


PRESIDENT TRUMAN'S PRICE REDUCTION CAMPAIGN has a moderate chance for success. It is an 


honest attempt to aid business and will be pushed hard. Even before the Administration made its appeal, 
many retailers in our industry started to reduce profit margins. But retailers have but limited control over 
prices since they must start with their own costs. Smart economists make these suggestions to retailers: 
vatch credits; work for top efficiency and maximum operations savings; watch inventories. These are rou- 
‘ine rather than panicky warnings. Analysts are not offering a counsel of fear, but a counsel of manage- 
ment. They believe that when the current price adjustment problem has been met there will be a lasting 
period of stabilized high-volume construction. 


BY-PASSING ESTABLISHED RETAIL CHANNELS has brought about an influx of “grey market’ opera- 


tors—truckers who supply certain lines of materials to contractors who can't get supplies locally. This 
ractice of by-passing established channels appears to be technically legal, but the merchandise is often 
‘econds or low-grade and the prices are murderous. This grey market will disappear when the industry 
s fully stabilized. Meanwhile, this is something for your regional, state and local associations to watch. 


LUMBER EXPORTS WILL BE INCREASED for the second quarter of this year. Exports for the first quar- 


ter of 1947 are estimated to be two and one-tenth percent of U. S. production. This compares to approxi- 
mately 10 percent before the war. Lumber exported for the first six months of this year will run about 15 
percent ahead of exports for the second half of 1946. Secretary of Commerce Harriman says exports must 
be increased. The United Kingdom will benefit shortiy by an emergency shipment. 


NOTE PICKUP IN LUMBER PRODUCTION as reflected in U. S. Census figures. January, 1947 showed 


an increase of 33.8 percent over January, 1946. However, January's production of 2,547,131,000 board feet 
was 2.1 percent less than that of December, 1946. Principal cause was bad weather plus shortages of new 
equipment and supplies. 
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Overselling Invariably Backfires 
RETURN TO NORMALCY, at 

least as far as fountain pens 
are concerned, is indicated in the 
frank statement of a dealer in 
Fargo, North Dakota, who is dis- 
playing a placard in his show win- 
dow reading: Our pens just write. 
Having been thoroughly fed up for 
some time on the rash claims of 
frantic fountain-pen’ers, we were 
constrained to make a purchase for 
future use (being well supplied for 
the present). All of which convinces 
us that an understatement is far to 
be preferred to an overstatement. 
Overselling invariably backfires and 
breeds dissatisfaction. 


* * 


“I wish business would get so bad 
I'd have to put up a fight for every 
order,” remarked a_ well-known 
salesman recently. “If it doesn’t, 
I’m going to quit the game and 
tackle something that makes me 
use my head again.” 

* * 


Try and Buy One 


HK MERCHANDISING | po- 

tentials in picket fences are 
enormous. [Kiddies and pets must 
be kept off all streets . . . busy or 
otherwise. Back yards, properly pro- 
tected, are attractive and safe. But 
did you ever try to buy a_ picket 
fence? You'd be surprised to know 
how difficult it is, how long it takes, 
and what it costs! Why? 


of * oo 


Today’s farmers have nearly $50 
billion to spend and are in the 
market for nearly everything. 


* * ae 


Farm Need Number One 
MECHANIZED FARMING puts 


the machine shed at the top 
of the list as the structure that is 
most needed on the majority of 
farms. “Shed” isn’t the proper word 
for it, since it must now include fa- 
cilities for taking proper care of all 
farm machinery in addition to 
merely providing shelter. Once upon 
a time a machine shed was a com- 
paratively simple building, but not 
so today. You are up on your mer- 
chandising toes if you are in a posi- 
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tion to show farmers just what the 
structure should) be to meet all 


needs, 
* * * 


Then and Now 


Ky LIKE the comparison (cred- 

ited to Findley Torrence) of 
the house of the Gay Nineties with 
the home of today: “Ten rooms with 
a path or five rooms with a bath.” 
Unless you trod the well-beaten 
path, you can’t appreciate the differ- 


ence. 
* * a 


Slowly but surely many types of 
prefabricated structures are 
reaching the ultimate consumer 
through other outlets than lum- 
ber dealers. Not a good sign! 


* * Bo 

Uncle Sam Hasn't the Answer 
HE GOVERNMENT'S origi- 
nal investment in United 
States Housing corporation was 
$66,500,000. The total loss when 
the books were finally closed was 
$33,911,000. It took 25 years to 
taper off the project after the need 
for it had ceased to exist! Yet there 
are scores of bureaucrats who really 
believe that the government holds 
the answer to the housing problem! 


* * * 


If you are right, you don’t need to 
argue; if you are wrong, it won’t 
do any good. 


oo * 


Flags Out Carrying Charges 


AYUAGA LUMBER COM- 
PANY, Ithaca, N. Y., fea- 
{ures time payments prominently in 
its attractive 38-page catalog which 
describes and illustrates materials in 
120 classifications. However, all 
items carry the net cash price which 
means “cash with order or on de- 
livery,” according to the copy. For 
those not prepared to pay cash, two 
charts are published showing car- 
rving charges which are added to 
cash prices for time payments and 
the amount required each month for 
purchases made on a monthly pay- 
ment basis. Typical example: car- 
rying charge on $100 for 12 months, 
$5.26; 24 months, $10.12. Monthly 
payment on 12-month basis, $8.77. 
No down payment is required. 












Not the Same House 


G PEAKING OF houses /hen and 
now, as many people are, re- 
minds us of the ad that capable Joe 
Donahue, South Bend Lumber com- 
pany, South Bend, Ind., ran some 
time ago in which he discussed 
frankly the difference between the 
homes of the early 1900’s and those 
of today. Among other things, he 
said : 

“A first-class carpenter who re- 
ceived 221 cents an hour in 1900, 
gets nearly eight times as much to- 
day. . . . A modern dwelling is 
equipped with such added comfort 
as all-around weatherproof insula- 
tion; a full basement of poured con- 
crete; a greater number of trouble- 
free, health-productive windows: 
designed millwork; prefinished 
hardwood floors; automatic, eleec- 
trically-controlled central heating 
plant; convenient garage, fastened 
on the house proper; storm sash and 
screens; medicine cabinets; modern 
plumbing; finest kitchen cabinets; 
private dens; recreation rooms—a 
bigger investment in better living 
for every dollar put into the house.” 


Comparing the cost of today’s 
houses with a home of the Gay 
Nineties is like comparing today’s 
Oldsmobile with the curved-dash 
Olds of 1905 that chugged its way 
uncertainly along Main Street on 
those few Sunday afternoons 
when its owner could get it under 
way. 


Some Day There Will Be Too Many! 
"Todays PRICES on_ houses 


are way out of line, just as 
they are on nearly everything else. 
However, there is nothing in the 
world that stimulates production 
like high prices. Everyone then 
rushes in for the kill. Soon there 
are as many too many as there were 
too few. It was ever thus. To claim 
the same thing won’t happen again 
cannot be justified by any sort of 
reasoning vet advanced. [t simply 
is as silly as believing the law of 
gravity has ceased to exist. 
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oe WINSTON- 
SALEM 


NORTH CAROLINA 


Lumber and Plywood 
All Kinds of Special Cut Stock 


We're now actively out after new business. Backed by a select list 
of quality mill connections, we're ready to serve you on a wide 
variety of lumber, panel and cut stock. As always, we specialize in 
KD worked to order furniture and industrial cut stock. Furniture parts 
buyers and industrial lumber consumers are invited to consult us on 
their future requirements; also users of cut-to-length cleats, battens, 
crating and shorts. 






We're shipping increased supplies of Gum, Oak, Mahogany and Maple 
panels. We're handling an increased amount of commission business in 
regular items in Southern Pine, Western Pine, Spruce and Douglas Fir. 


P. 0. BOK 2896 
WINSTON-SALEM 1, Nl. CF. 














Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Huther Bros. have long taken special pride in the’ 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. cO., Rochester, New York 













Prefab Shelf Unit 


Completely prefabricated, the 
frame of this shelf unit is of clear 
Ponderosa pine, and the shelves and 
ends are of Presdwood. It goes to- 
gether with patented cadmium 





plated hardware. No nailing or cut- 
ting is necessory to assemble. The 
only tool needed is a screw driver. 
It can be painted or decorated to 
fit any surroundings, It comes com- 








pletely carton packed, ready for as- 


sembly. The basic unit stands three 
feet high and the shelves are three 
feet long. Units can be mounted 
one over another to make shelves 
six, nine or 12 feet high, and exten- 
sion units can be used to build 
shelves any length in multiples of 
three feet. The shelves are flexible 
and can be set up in many different 


50 


ways. For more complete details 
write Kdward Hines Lumber com- 
pany, Dept. AL&BPM, 2431 8. Wol- 
cott avenue, Chicago 8, Il. 


Moisture-Proof Coating 
Barriercoat is a new moisture- 
proof, vapor-proof, corrosion resist- 
ant coating for wood, metal, concrete 
and other surfaces, which is used 
for basement walls, insulated siding 
or wherever moisture or moisture 
vapors are undesirable. It is said 
not to sag, craze, disintegrate, chip 
or peel, and to be easy and eco- 
nomical to apply. It can be put on 
by brushing, spraying or troweling. 
It is commonly supplied in black, 
but may be ordered in maroon, 
green or aluminum if desired. Bar- 
riercoat is fully described in a new 
bulletin just off the press. Copies 
may be obtained by writing Car- 
bozite Protective Coatings Inc., 
Dept. AL& BPM, Greensburg, Pa. 


New Panel Product 


Culminating years of research at 
developing an improved surface for 
plywood, a new panel product is be- 
ing announced. Named Welchboard, 
the panel is plywood with a smooth, 
relatively hard, durable finish added. 
In surface appearance, the new ma- 





terial is about the color of the wood 
from which it is made, but uniform 


and without grain pattern. It is 
said to have all the inherent proper- 
ties of plywood with a completely 
smooth surface as a base for fine 
finishes. The layer bonded to the 
plywood is manufactured almost en- 
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tirely from clean wood waste. It 
can be used for interior and exterior 
walls of homes, for counter tops aud 
cabinets. The surfacing is bonded 
permanently to the plywood by set- 
ting in presses that apply both heat 
and pressure. The surface completely 
masks the base panel and may be 
applied to either or both sides of 
the panel. It is said that tests indi- 
cate that the surface will take the 
place of two to four base paint 
coats. For more complete details 
write the West Coast Plywood com- 
pany, Dept. AL& BPM, Aberdeen, 
Wash. 








Sanding Curved Surfaces 


Machine sanding of curved sur- 
faces (wood, metal, plastics) is now 
possible with a new portable electric 
sander, through the introduction of 








With 


a new sponge rubber pad. 
this pad, convex and concave sur- 
faces may be sanded easily and uni- 





formly. The pad is faced with 1 
one-inch thickness of an oil resisi- 
ant, cellular type sponge rubber. 
The abrasive sheet is placed over 
the flexible surface of the pad ii 
the same manner as is done with 
the standard sanding pad. The pai 
will fit all Sterling 1000 portable 
electric sanders now in use and takes 


Bu 


It 
erior 
3 anid 
nded 
y Set- 
heat 
letely 
Ly he 
as of 
indi- 
e thie 
paint 
etails 
com- 
deen, 


sur- 
now 
CTric 
m of 





4 


With 
sur- 
uni- 

ith a 

esisi - 

bber. 
exer 

d iu 

with 

» pad 

table 

take 


NG 











Quality — 


‘ —— = : = Ps. Ste 
ae * . ste serena} Vy ee 






Now in its 51st year of production of Doug- 
las Fir and West Coast Hemlock, White 
River is operating on the identical site where 
it began in 1896. Three times White River 
has rebuilt its plant, each time more mod- 
em than before. The illustration above will 


WHITE RIVER LUMBER CO. 


~ A mg agua 















visualize to you today’s modern White River 
manufacturing facilities. Behind these mod- 
ern facilities is a vast Tree Farm, growing 
timber for White River to harvest in the 
future. 


ENUMCLAW, 
7 WASHINGTON 


SINCE 1096 





WANTED to BUY 


LUMBER 


WE ARE USING 200,000 FT. LUMBER DAILY 
IN OUR TWO PLANTS. CAN USE THE FOL- 
LOWING: 


1x4 and wider, Pine, S4S, random Lengths. 

1x4 and wider, Pine, SHIPLAP, random Lengths. 

1x6 or 1x8 Pattern 105, NOVELTY SIDING. Random 
Lengths. 

2x4, Pine, S4S, random lengths. 

2x6, Pine, S4S, random lengths. 

2x8, Pine, S4S, random lengths. 





Lumber can be green or dry, will pay cash for any 
volume, steady shipments. 


FLOORING SASH 








MOULDINGS DOORS 








WIRE, OR TELEPHONE HADDON HEIGHTS 2-6038 


CENTURY PRE-FAB CORP. 


HADDON HEIGHTS, N. J. 
SELMA, N. C. 


MANUFACTURERS OF SEABOARD READY-BUILT HOMES 
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STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 | | 
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a 3-2/3x10'4 inch abrasive paper. 
Additional information may be ob- 
tained from Sterling Tool Products 
company, Dept. AL& BPM, 363 FE. 
Ohio street, Chicago 11, Ill. 


Masonry Drill Bit 


Major improvements in its car- 
hide-tipped Cyclone Rotary Drill bit 
for drilling conerete, brick, slate 
and general masonry, has been an- 


ie ROTARY BIT 


a 





nounced by the New England Car- 
hide Tool company. It now comes 
in a new handy kit of six Cyclone 
bits. Deeper flutes permit the cut- 
tings or powder residue, which are 
abrasive in action, to escape more 
freely. It also permits larger diam- 
eter shanks and minimum overhang 
of carbide tip beyond the shank. 
The shank of the new drill is heat 
treated. The tip is copper brazed to 
the shank said to give the strongest 
possible bond between tip and shank. 
For more complete details write New 
England Carbide Tool company, 
Dept. AL& BPM, Cambridge, Mass. 


New Odorless Deodorant 


tanetite Odex, a germacide with 
the addition of potessium promag- 
nate, is used especially in mopping 
solution, as a deodorizing flush for 
toilet room sanitation and other deo- 
dorizing uses in the home and public 
buildings. It is said to be absolutely 
odorless and does not cover up odors 
with perfume, phenol, etc., but is 
said to completely destroy them by 
oxidation. One pound of Odex pow- 
der when mixed with water will 
make 12 gallons of solution. No 
soaps are said to be needed to clean 
floors, refrigerators, garbage con- 
tainers, etc. A trial package is being 
offered by the company for 50 cents. 
For the package and further infor- 
mation write Ranetite Manufactur- 
ing company, 1917 S. Broadway 
street, St. Louis, Mo. 


b 


52 


New Wall Coating 


A completely new product in the 
decorating field—Stromex—is being 
wunnounced., Stromex is a wall coat- 
ing, not a paint, yet it is applied 
with a brush. It is available in six 
standard colors, and can be tinted 
to any hue with the addition of oil 
color. It is said one coat coat will 
cover any surface completely, includ- 
ing concrete, cement, brick, plaster, 
or even firm wallpaper. It is also 
said to cover and fill cracks, small 
nail holes and blemishes. One gal- 
lon will cover 100 to 150 square feet. 
A room coated in the morning is 
ready for use by late afternoon, The 
manufacturer supplies dealer helps 
in the way of mats, window stream- 
ers and folders, as well as newspaper 
and national advertising. For more 
complete details write KE. M. Loeser. 
Lowebco Inc., Dept. AL&BPM, 1525 
Kk. 53rd street, Chicago 15, Ill. 


Full View Containers 


Made with clear plastic in the 
lids, these handy metal containers 
have been designed for holding small 
items which are used frequently. 
Known as Vue-Bins, the containers 
keep their contents in full view even 
when closed, doing away with the 
need for labels. They offer storage 





convenience for nuts, bolts, pins, 
tacks, buttons, stamps, bobbie pins 
and other items in the home, office 
or shop. Lids are said to be fitted 
snugly to the bodies of the cans. 
They are made in both deep and 
shallow types, in ten different sizes. 
Diameters range from 11%4 to 3 
inches, and depths are from 14 to 
214 inches. They are of rust-proofed 
metal, Outer finish is bright-yellow- 
bronze; interiors are silver in tone. 
For more complete details write 
Buckeye Stamping company, Dept. 
AL& BPM, Columbus 7, Ohio. 


Radiant Coal Heater 


An announcement of a new square 
design radiant coal heater has just 
heen made. ‘This heater incorpo- 
rates exclusive patented features that 
it is said have been tested under 
actual firing conditions -more than 


two years. Lt is 37 inches high and 
1614 inches square at the base. It 
holds 60 pounds of coal and heats 
all day and night without refueling, 
It is known as Model 616, and is 
designed for from one to thie 
rooms, cabins, or as a supplementary 
heater. It is semi-automatic maga- 
zine feed. More complete infornia- 
tion may be obtained from Locke 
Stove company, Dept. AL&BP\, 
114 W. 11th street, Kansas City, Mo, 


Colors of the Year 


The O’Brien corporation —an- 
nounces the release of its new Colors 
of the Year counter color book anid 
its new slrchitects’ and Decorators 
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Manual together with the fortheom- 
ing release of the new O’Brien 
Color-Scheme Guide now in prepara- 
tion. These color tools provide the 
dealer with a simple, authentic sys- 
tem of color selection and color mix- 
ing—making it possible to show 
customers how colors to meet al- 
most any requirement will look. 
There is quick identification of col- 
ors and formulae for making mix- 
tures. The Guide lists over one 
hundred harmonious, modern color 
combinations—all designed for use 
with basic rug, furniture or dra- 
pery colors. For more information 
about these books write O’Brien cor- 
poration, Dept. AL&BPM, 101 N. 
Johnson street, South Bend 21, Ind. 


Pocket Heating Estimator 


A pocket size slide rule for quick 
estimates of building heat loss has 
been developed. Basic data for the 
rule were obtained from actual heat 
loss calculations of more than 2,000 
typical small homes. Charts on 
either side of the rule show factors 
for 16 most common combinations of 


wall construction, ceiling insulation. 


and storm sash. These charts apply 
to one and two-story houses, After 
selecting the factor and determii- 
ing the building perimeter (which 
can be found with the rule) tlie 
hourly heat loss can be solved with 
a single setting of the rule. A win- 
ter design temperature zone map of 
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Manufacturers 
and Wholesalers 


OF 
Wi SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 

Glued-Up Stock 

Carpenters’ and Special 
Mouldings 

Venetian Blind Slats, 
Rails and Fascia 

Ready-to-Assemble 
Furniture Parts 

Industrial Shook 


























Remember, too, 
WE WHOLESALE 


ep oe Br Hemlock 

“|e, °% Douglas Fir 
Sitka Spruce 
Ponderosa Pine 
and other West Coast 
Woods 


uw. CARLOAD QUANTITIES 
prin ONLY 
“except venetian blind ma- 
terial, on which we can 
make less than carload 
shipments from our Kan- 


yi, sas City warehouse. 
I) Address all correspondence 
to our Kansas City Offices 





Menvfacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass'n., National Wooden Box Ass’n., Ponderosa Pine Woodwork, 
National-Americon Wholesale Lumber Ass'n. 


West Coast Office: 910 Porter Building Portland 4, Oregon 





FOR SALE 


Hardwood Lumber 


PRIMAVERA and/or HABILLO 
(SOMETIMES CALLED WHITE MAHOGANY) 


Grade: FAS—No. 1 Common & Selects— 
No. 2 Common. 


Thickness: 4/4 and/or Thicker. 


Widths: FAS—6 inch & Wider, average. 9” 
or Better. 
Common—4 inch & Wider. 


Lengths: FAS—8' & Longer, average 10’ or 
Better. 
Common—6’ & Longer, allowing 
small amount 4’ & 5S’ developing. 


National Hardwood Grading Rules to Govern 
Reasonably Prompt Shipment—Market Prices 


PENBERTHY LUMBER CO. 


5800 South Boyle Ave. 
LOS ANGELES 11, CALIFORNIA 











ap of 


\N cv 


Telephone KImball 5111 
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NO other slep in protection 
of Ponderosa pine has been 
so far-reaching in results as 
the treatment against rot and 
termites. 


Wherever PAR-TOX is used, 
mills, dealers and consumers 
have found it an economical 
measure for protection of in- 
vestment. 





Specify 
“PAR-TOX treated” 


on your next order. 






so your ot vice MATIC ULL eRTT PRO 


to the sash and door OSHKOSH, WISCONSIN 


industry, 


MODERN WOOD PRESERVATIVE 
























THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 


larger machines. Write for details. 





MACHINE WORKS 
238 Eighth St. Holland, Mich. 
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Since 1874 


QOpisinar()oxner 


“THE MACHINE TO COUNT ON™ 





A HANDY CALCULATOR 


WITH EXCLUSIVE BACK TRANSFER 
DEVICE TO SPEED UP CALCULA- 
TIONS. 


HERE’S THE ANSWER to man- 
agement’s demand for a low 
priced, fast calculator. Entirely 
portable. Ready to go any place, 
any time. 


KEEP ONE ON EVERY DESK, 
WHERE QUICK CALCULA- 
TIONS ARE NECESSARY. 
MAKE MORE MACHINES 
SERVE MORE PEOPLE AT 
LESS COST. 


SAVES TIME AND MONEY 
EFFORT AND ERRORS 


IVAN SORVALL 


210 Fifth Ave., New York 10, N.Y. 
Ask for Bulletin PP-443 








OWNER 
MANAGEMENT 


Guarantees the true spirit of 


Sleshitality 


. +. it always prevails in every 
perfect detail of the service and 


atmosphere you'll enjoy at 


Lhe 


DRAKE 


Chronge 


Edwin L. Brashears 
PRESIDENT 








WHAT’S NEW? 





the United States is also printed on 
the rule. The estimator may be ob- 
tained by sending 25 cents to the 
Coleman company, Dept. AL&BPM, 
Wichita 1, Kans. 


Glass Block Booklets 


Two new booklets, designed to 
assist building products dealers in 
planning and selling glass block in- 
stallations, have been published. 
Both are devoted to practical and 
efficient use of glass block. Both 
are illustrated with simple sketches 
and pictures of modern installations. 
A complete description of block de- 
signs and sizes is included. A novel 
feature is the combination of pic- 
tures, elevations and simple floor 
plans. Detail drawings and installa- 
tion procedure are also given. Both 
Ideas for Brighter Homes and Ideas 
for Commercial Applications are 
available free of charge from the 
Insulux Products division, Owens- 
Nlinois Glass company, Dept. AL& 
BPM, Toledo 1, Ohio. 


Folding Dining Set 

A new solution to the problem of 
dining space is the Fain Foldinette 
—the dining set that disappears. It 
is designed for use in any place 
where space is at a premium. Closed, 





the Foldinette resembles a modern 
cabinet. It can also be used on 
porches, and as a table or work- 
bench in den or recreation room. The 
table, 32x48 inches, has a plastic top 
with chrome trim. The seats are de- 
signed to place their entire weight 
upon the floor, not on the doors. 
The cabinet can be finished to match 
the color of the room. It will seat 
five people. For more complete in- 
formation write Sierra Wood Prod- 
ucts Ine., Dept. AL&BPM, Pasa- 


dena, Calif. 


Plastic-Finished Wall 

A new eight-page catalog present- 
ing illustrations and complete infor- 
mation on the company’s Marlite 
plastic-finished wall and ceiling pan- 





eling, mouldings and bathroom ac- 
cessories has been published by 
Marsh Wall Products. The simple 
installation procedure is illustrated 
by a series of sketches and brief de- 
scriptive copy. Specification data is 
also included with typical cross sec- 
tion installation drawings. 'The new 
catalog is available on request to 
Marsh Wall Products Ine., Dept. 
AL& BPM, Dover, Ohio. 


Calculator Line Returns 


The Original-Odhner calculators. 
manufactured in Sweden, are again 
making their appearance, after ship 
ments had been suspended during 
the war. It is a lever-set, hand-op- 
erated portable machine. A_ fea- 
ture of special interest is the back 
transfer device, claimed to be exclus- 
ive with the Original-Odhner cal- 
culators. It operates through a key, 
which is depressed before clearing 
the result-register and automatically 
transfers the result from previous 
operations to the setting board. For 
complete details write Ivan Sorvall, 
Dept. AL&BPM, 210 Fifth avenue, 
New York 10, N. Y. 


Lightweight Material Conveyor 


A new lightweight portable power 
conveyor for handling bags, boxes, 
crates, cartons, baskets and all kinds 
of packages material has been an- 
nounced. It is called Model P-10- 
814 Tote-All Packaged Material 
Zephyr. Made of lightweight alloy 
steel, which is said to be corrosion 
and abrasion resistant, the 10-foot 
model weighs only 291 pounds, com- 
plete with power unit and undercar- 
riage. It can be moved from one 
conveying job to another. Power ‘s 
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BUSINESS FOR YOU! 


Through home and housekeeping advertising 
. through trade journal publicity . 
through direct mail and consumer literature... 


Creo-Dipt has been creating a greater public 
appreciation of the beauty, durability, and true 
economy of Creo-Dipt stains... 


In your association with Creo-Dipt, you become a partner in the goodwill of 
the company, the quality reputation earned by its products since 1909 — ever 
since Creo-Dipt created the first pre-stained shingle. 


Creo-Dipt invites your inquiry. 


"PLUS" VALUES ONLY CREO-DIPT GIVES YOU! 


A World of Color 

The New Beauty of ‘“SCREO-DIPT’S Outside Look” 

The Long Life of CREO-DIPT’S Preserving-Oii Stains 
Promotional and Merchandising Service 

National Trade Paper and Consumer Advertising 
Unprecedented Public Acceptance and Demand 

The “Know How and Show How” of America’s First 
Stained Shingle Manufacturer 


+++t+4+++ 


Founded 1909 


NORTH TONAWANDA, N. Y., U. S. A. 
CREO-DIPT OF CANADA, LTD., VANCOUVER, B. C. 
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RAINY LAKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 


Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont 





Your Future Needs 


Since 1904 Urania has been carry- 
ing on scientific forestry — and 
now has more than 110,000 acres 
growing timber for your future 
needs. 

All Urania logging is under the 
supervision of a graduate for- 
ester. Normally spaced sound 
Pines are not considered for cut- 
ting until they reach a minimum 
diameter of 12 inches — hard- 
woods |4 inches. Trees with best 
prospects are left to grow larger. 
The others are cut to make room 
for the ever oncoming seedlings 
and saplings that will provide 
your future Urania lumber. 
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URANIA LUMBER CO. 


URANIA YUIS 
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Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 















A Sustained Yield Operation 







E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 


Opn iswotd 


Lumber 
Wholesale 





















Douglas Fir 
Pine, Cedar 
Hemlock 









Your orders and inquiries solicited. 















LUMBER CO. 
PORTLAND. ORE. 


THE GRISWOLD 
FAILING BLOG. 














furnished by electric motor coupled 
direct to gear reducer. Overall con- 
veyor depth is 51% inches. Either 
end may be raised to six-foot height. 
For descriptive literature and more 
complete information write Material 
Movement industries, 310 S. Michi- 
gan avenue, Chicago 4, III. 


Spin-A-Brush Cleaner 


The electric Spin-A-Brush is a 
sturdy, compact tool, equally adapt- 
able for shop and on-the-job work. 
It is said to clean paint brushes in 





attachments 


with 
will mix paint and paste, drill up to 
14 inch holes and clean stippler cov- 
ers. It has trigger switch, oilite 
bearings, polished chromium and 


90 seconds, and 


rust proof finish. The motor can 
be operated on 110-115 volts, AC 
or DC. 220 volt model can be fur- 
nished on request. For more com- 
plete details write Portable Electric 
Tools Inc., Dept. ALK&BPM, 810 W. 
76th street, Chicago 20, Il. 


Caulking Compound Information 


To furnish dealers with up-to-the- 
minute information on caulking 
compounds and glazing compounds, 
a new folder has been written. The 
folder is written in a question and 
answer style, and includes most of 
the questions that those who use or 
sell these compounds have been ask- 
ing. It includes such things as the 
composition of the products, when 
and how they should be used, the col- 
ors and sizes of packages, water- 
proofing problems, and some specifi- 
cations. For a copy of the folder 
write Sterling Paint & Varnish 
company, Dept. AL&BPM, 18! 
Commercial treet, Malden, Mass. 


Flintkote Materials 


This new booklet includes illus- 
trative and descriptive material on 
Flintkote’s complete line of asphalt 
shingles, asbestos - cement shingles, 
asbestos - cement sidings, insulated 
sidings, built-up roofing, roll roof- 
ings and sidings, decorative insula- 
tion board, structural insulation 
and insulating wool. Many of the 
shingle, siding and decorative insula- 
tion board products are shown in 
full color. Specifications and sug- 
gestions for application are included 
for all the products. For a copy of 
this booklet write Flintkote com- 
pany, Dept. ALXBPM, 50 Rockefel- 
ler plaza, New York 20, N.Y. 


Bathroom Products Catalog 


Bathroom products is the subject 
of the 1947 Miami-Carey catalog. 
The new catalog describes and illus- 
trates its complete line of bathroom 
cabinets, mirrors and accessories. It 
contains suggested layouts for mod- 
ern bathrooms and features, some 
new products, aluminum cabinets 
and electric bathroom heaters. For 
a copy of the catalog write Miami- 
Carey division, Philip Carey Manu- 
facturing company, Dept. AL& BPM, 
Middletown, Ohio. 


Accordion Insulation 

Infra Accordion insulation is 2 
reflective type consisting of triangu- 
lar, reflective, non-conductive air 
cells enclosed in a double layer of 
thin aluminum foil. It has very lit- 
tle substance. Accordion type inner 
foundation and aluminum surfaces 


are said to block convection cur- 











rents, and have capacity to emit onl) 


1/20th of heat rays. It is said to 
create a vapor barrier. It is light 
in weight, only one ounce per square 
foot. lt requires small 
space, a three cubic foot carton, 
measuring 314xloxl4 feet contains 
1,000 square feet of insulation. It is 
available in 16 and 24 inch widths. 
Further information about Infra in 
sulation can be obtained from Infra 
Insulation company, Dept. ALA 
BPM, 10 Murray street, New York. 
N. Y¥. 


storave 


Plastic Wall Tile 


Thin, ightweight wall tile, which 
is said to have the strength of metal 
and the smoothness of velvet is a 
new application of Styron. The sta- 
bility of Styron is said to give the 
tiles a non-warping, non-checking 
quality under ordinary usage, and 
hecause the color is all the way 
through the plastic, a scratch does 
not deface them. They are said to 
he easy to keep clean, they can be 
installed on new as well as_ old 
walls. For further information write 
Dow Chemical company, Depi. 
AL& BPM, Midland, Mich. 














SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 











SP, ree Foe Woodoreh 





1604 Graybar Bldg. 
Mohawk 4-9117 





DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


NEW YORK 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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MARKET ANALYSIS 


Prices Softening in Several Areas 
indicate Market Break May Come Soon 


\ definite softening in the price situation is reported 

various sections of the — The reductions are 
uot general, applying in most cases only to specific 
<pecies, but they are an aledinn of what may be ex- 
pected in the next few months. 

Several reasons are given for this price setback: in- 
creased production; resistance to higher prices on the 
| part of buyers; and, of course, competition. One mid- 
west dealer announced a cut of 22 percent; a few days 








only later a competitor took newspaper space to announce a 
‘ds to cut of 25 percent. Retail purchases generally, however, 
lie lt were still on a hand-to-mouth basis. 
ua e J. P. Weyerhaeuser predicts a very definite drop 
rave prices before the end of the year. Customers, he says, 
rton. are the only people who can bring prices down. 
tains “Lumber is fantastically priced,” observes Mr. Weyer- 
It ig hueuser. “The market is chaotic. Ive seen invoices 
dths. of two shipments received by a purchaser on the same 
= in day, one of them for $95 a thousand feet and a second 
infra ff lor identical lumber from a different company for $140. 
AL& & li doesn’t make sense.” 
oo Prices in the Northwest were reported to be “all the 
= iraflie will bear” with special premiums being paid for 
immediate delivery. Dealers are reluctant to place or- 
ders except for specific customers, since they do not wish 
to be caught with surplus stocks when the break comes. 
‘hich Reports from the South indicated the price situation 
nel remains unchanged. Prices were said to be where they 
IS al 


| were a month ago except on finished items which were 
» stil é S10 to $25 higher. 


» the Although lumber prices in New England maintained 
‘king their high level of April 1, there were some concessions. 
_— The — was flooded with 2x4s and 2x3s, causing a 
= drop of $5 per thousand. Dealers in this area are not 
does J looking fee any great slump in prices—hoping for a 
id “* ; break of not more than 10 percent by the last of June. 
. oli CURRENT STATISTICS ON OUTPUT AND DISTRIBUTION 

wiaid Lumber shipments of 399 mills reporting to the Na- 
Dept. Tl tional Lumber Trade Barometer were 4.3 percent above 


production for the week ending April 5, 1947. In the 
“ume week new orders of these mills were 4.3 percent 
a: ibove production. Unfilled order files of the reporting 
mills amounted to 75 percent of stocks. For reporting 
softwood mills, unfilled orders are the equivalent to 28 
lays’ production at the current rate and gross stocks are 
ine quivalent to 35 days’ production. For the year-to-date, 
shipments of reporting identical mills were 10.8 percent 
ibove production; orders were 18.4 percent above pro- 
luction. Compared to the corresponding week in 1946, 
production of reporting mills was 11.7 percent above; 
shipments were 16.5 percent above and new orders were 

13.4 percent above. 

SOUTHERN PINE 

= Production of Southern Pine by the 107 mills report- 
ing to the Southern Pine Association for the week end- 
ing April 5, 1947, totaled 18,457,000 feet. This was 
10.68 percent above the three-year average for the same 
mills. Shipments for the week ending April 5 amounted 
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SHIPPED FROM STOCK 


Your needs may be here now! The most 
panels anywhere under one roof... Fir, 
Pine, Gum, Birch and Figured Woods... 
the best-glued plywood available...regu- 
lar, water-resistant and waterproof types 
.«ePlywood specialties ...single-ply veneers. 
WRITE TODAY for “Teleply Ticker” current 
warehouse list .. . Aetna Plywood & Veneer 
Company, 1732 Elston Av., Chicago 22, Ill. 

















ARE YOU CASHING IN ON 


THIS OPPORTUNITY 
- 


cm monthin nationalhome andeasy to apply, dries rapidly, 
magazines nearly six million will not peel or rub off — that 
people are reading about Cela- it waterproofs and decorates 
dri, the Suaranteed waterproof in one operation (available in 
paint. Many of them are your white and six colors.) 
customers and prospects. Celadri offers point-of-sale 
They are learning that Cela- displays, colorful folders and 
dri is a job-proved productthat a wide variety of newspaper 
can be used on all porous mats. Write for descriptive 
masonry surfaces inside and literature and further infor- 
outside — that it is economical mation today. 








a 





WManupacturers of Maseury Waterproofing 


DEPT. B. 652 WILLIS AVENUE - WILLISTON PARK, NEW YORK 
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You'll Get Plenty af alee " 
ACTION with a ty et cee foe 





steel machine cut ratchet 
wheel, for cutting very 
accurate lumber. 
uick-aligning steel head- 
NO. 2 SAWMILL Sok Ge ok oe 
ae boss dogs, a ~~ 
y ible wearin t 
By actual tests, the Corinth No. 2 7 — 
Sawmill has proved its superiority Fast, improved heavy-duty 
belt feed works will with- 
ber—softwood, hardwood and bushed idler puileys for 
mixed. This accurate mill, which pressure gun greasing. 
set up on a permanent foundation, | and | speusely fas- 
is so sturdily constructed, it will een ae Sees eee eee 
‘ curacy. Replaceable with- 
services year after year. out removing entre knee. 
Send for complete specifications permit easy elimination of 
2 , slack caused by wear be- 
ordinary sawmill problems, ask ; 
for the services of a Corinth Cast steel carriage wheels. 
Guide wheel machined to 
him to find a practical solution. rail track. 
CORINTH MACHINERY CO. 


18” Steel Spliteer Wheel. 











lit k ith . 
and Fine Lumber Too! split knees with McDon 
double-length service. 
- : f ‘ 
in the fast production of fine lum pd goth penwnthany Sewwo 
may be used as a portable outfit or Steel machine cut racks 
r long life, and extreme ac- 
stand up in even the severest 
Adjustable sege feed gears 
and delivery dates. For out-of-the- k 
tween gear and pinion. 
engineer. You can depend upon ft 20-lb. machined “T” 
CORINTH, MISSISSIPPI 








AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Automatic Dry Kiln Car Lumber Stackers 

Dry Kiln Car Gravity Flow Unloaders 

Planer Feed Elevators 

Hydraulic & Electric Elevating Tables 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Electric Lumber Transfers 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


MANUFACTURING COMPANY 


nec 


2119 Pacific Avenue, Tacoma 2, Washington 






PLYWOOD - SAWMILL 
MACHINERY 








DESIGNED and 
MANUFACTURED 




















LUMBER MARKET 


to 16,278,000 feet. This was 11.81 percent Lelow pro- 
duction for the week. Orders placed during the week 
amounted to 19,020,000 feet or 3.05 percent above pro- 
duction, 
WEST COAST 

Breaking all records in the past 24 months, lumber 
production in the Douglas fir region in March continue: 
at a high level. II. V. Simpson, executive vice presi- 
dent, West Coast Lumbermen’s Association, reported a 
weekly output averaging 137,976,000 board feet during 
March. The February output averaged 132,183,000 
board feet. Shipments made during March average: 
131,346,000 board feet weekly. 
WESTERN PINE 

The 100 mills reporting to the Western Pine Asso- 
ciation for the week ending April 5, 1947, cut 50,049, 
000 feet. The same week a year ago the cut was 
13,392,000 feet. Shipments were 60,018,000 compared 
with 18,563,000 a year ago. Unfilled orders on file at 
the end of the week stood at 187,952,000 feet compared 
with 256,673,000 for the corresponding week in 1946, 
(Giross stocks stood at 540,068,000 compared with 532, 
017,000 feet a year ago. 
NORTHERN PINE 

Production of Northern Pine by the five mills report- 
ing to the Northern Pine Manufacturers’ Association 
for the week ending April 5, 1947 totaled 400,000 feet. 
The same week a year ago the cut was zero. Shipments 
during the current week were 1,050,000 feet compared 
with 1,100,000 a year ago. New business booked 
amounted to 885,000 feet compared with 890,000 feet 
for the same period a year ago. Unfilled orders on 
April 5 stood at 4,010,000 and gross stocks were 
20,695,000 feet. 
IN THE MARKET CENTERS 

SEATTLE—Shingle market has declined for the 
first time in many months. Cedar siding prices still 
wild. Good weather has helped maintain good lumber 
and shingle production. New wage demands are being 
made by both sawmen and shinglemen. Prices: green 
common has eased off $3 or $£; upper items $150 to 
$200; dimension, $64 to $70; boards $57 to $72. Dry 
common very scarce and kiln dried stuff is hard to find. 

KANSAS CITY—Definite easing in softwoods re- 
ported with prices off $10 to $15 per thousand. Harid- 
wood prices holding at recent levels. Yellow pine di- 
mension was bringing $60 to $65 a thousand against 
$75 two weeks ago. Kiln-dried supplies were bringing $5 
to $8 more than air-dried. Boards were quoted from $70) 
to $75 a thousand against a list of $85 a few weeks ago. 
The Federal Reserve Bank of Kansas City announced 
that inventories of 136 yards in the seven-state area it 
serves were 174 percent larger on March 1 than a year 
ago. Wholesalers, according to the bank, had stock piles 
amounting to 98 percent more than a year ago, Sales 
of all building materials by the 136 yards in February 
rose 20 percent over a year ago. 

BOSTON—Plywood situation still difficult in the 
New England area and prices remain high with three- 
quarter inch birch selling for $45 to $50 and still com- 
ing in the unpopular lengths. Supply of millwork far 
below demand. Here’s the supply and price situation in 

mid-April: spruce boards, good supply, $70 to $80; 
hemlock, plenty, $65 to $75; fir, $80 to $85; flooring, 
common, $165 to $170; wood shingles, $13 to $15. 
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OEE 4 5Q@ Y£ARS OF SERVICE 
THE LUMBER BUYING TRADE 
Now IN OUR 335TH YEAR, WE ARE 10 
a GIVING BETTER THAN EVER SERVICE 
y TO ALL CUSTOMERS. 
™ 
i” 
oa 
| Dependable Quality 
sso — 
. Douglas Fir Since 1898 
“—— a Sitka Spruce Lumber 
og | 
a | and 
| 
tin P| Box Shook 
eu J | 
shed — 
fer : 
The name, Booth-Kelly, on a piece of lumber is 
-_ a mark of quality. * ? POLSON 
«ay Lumber & Shingle Mills 
yelng 4 Division of 
a ; Grade. Polson Logging Company 
Dry ff _" Hoquiam, Washington 
find. i 
lard: 
e di- 
ainst 
gro 
dear 
rea it 
aan 
Sales 
ae PONDEROSA PINE 
a] the 
CALIFORNIA SUGAR PINE 
three- Quality Lumber 
= SPrcue Fee Wirdenk WESTERN WHITE SPRUCE [ity Lumbe 
$80 WINTON LUMBER SALES CO., Yoekay “ower. MINNEAPOLIS 2, MINN. 
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Peterson Named Asst. Manager 
of Red Cedar Shingle Bureau 
W. W. Woodbridge, Manager of 
the Red Cedar Shingle bureau, Se- 
attle, Wash., has announced the ap- 
pointment of Virgil G. Peterson to 
succeed Gilbert A. Brewer as assist- 


ant manager of the bureau. Mr. 
Brewer, who for many years has 


been a well known figure in lumber 
and shingle association work, was 
forced to retire on account of ill 
health. 

Mr. Peterson, who for several 
years has had charge of the publicity 
department of the bureau, is espe- 
cially well equipped for his position. 
He is a school of journalism gradu- 
ate whose early practical training 
was in the manufacture of red cedar 
shingles. He is well known among 
retail lumbermen having attended 
many retail conventions throughout 
the country and often represented 
the bureau as a guest speaker at a 
large number of these conventions. 


DIN THE MEWS 


J. C. Collier, President of 
Carr, Adams & Collier, Dies 

James Currie Collier, 77, presi- 
dent of Carr, Adams & Collier com- 
pany, Dubuque, Towa, died of a 
heart attack March 28. He was ac- 
{ive in company affairs until the 
week before his death. 

Mr. Collier graduated in 1891 
from Johns Hopkins university, 
Baltimore. In 1895 he purchased an 
interest in the Carr, Ryder and Eng- 
ler company. He became treasurer 
in 1899 and vice president in 1904. 

He had been the operating head 
of the company since 1916, and 
president since 1939, At that time, 
the company name was changed to 
Carr, Adams & Collier company. 

He was president and director of 
the Adams-Rogers company, In- 
dianapolis, Ind.; Carr & Johnston 
company, Peoria, Ill.; Carr & Moehl 
company, Des Moines, Iowa; Carr- 
Trombley Manufacturing company, 
St. Louis, Mo.; Adams & Kelly com- 





Write for Catalogue 








ENGLISH TYPE-- RAIL AND HURDLE FENCE 
LARGE STOCK -- PROMPT SHIPMENTS 


WOOD PRODUCTS COMPANY 


TOLEDO 12, OHIO 











NORTHE 
HARDWoow 
SOFT Woops 


CAYUTA BRAND 
HARDWOoop 
FLOORING 


MAHOGANY 
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We would like to list here in this space sev- 
eral carloads of hard to get items. But despite 


our every effort we have not been able to 
accumulate an inventory to call to your at- 


tention. As soon as we can do so the indi- [7 Uf, 
vidual items will be listed in this space. 
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pany, Omaha, Neb.; and Collier- 
Barnett company, Toledo, Ohio. He 
was vice president and director of 
the Carr-Cullen company, Minneap- 
olis, Minn. 

He was also vice president and di- 
rector of the following Dubuque 
firms: Spahn & Rose Lumber com- 
pany; Dubuque Stone Producis 
company; and of the First National 
bank. 

Mr. Collier was prominent in 
Dubuque civie affairs. He had tray- 
elled to Kurope and the Near Kast, 
and made regular trips to Mexico 
and Central America. 

Ile was preceded in death by his 
wife, who died February 13, 1945. 
He is survived by one son, Robert 
H. Collier, treasurer, and one 
daughter, Mrs. Helen C. Altman. 


William F. Trieschmann, 
Louisiana Lumberman, Dies 

William F. Trieschmann, owner 
and manager of the East Carroll 
Lumber yard, Lake Providence, La., 
died at his home March 25. 

He was vice president of the Lake 
Providence Rotary club and_ had 
been elected to take office July 1 as 
president. 

Mr. Trieschmann was the brother 
of Adam Trieschmann of the For- 
dyce Crossett Lumber company. 


AL&BPM Presents Set of 
Volumes to Yale Library 

A set of bound volumes of AMER! 
CAN LUMBERMAN has been presente 
to the library of Yale university, 
New Haven, Conn. The university 
has one of the finest libraries in the 
country and a noted forest school. 


Ray Biele, Vice President 
Of Morrison-Merrill, Dies 
taymond H. Biele, 59, vice presi- 
dent and secretary of the Morrison- 
Merrill Lumber company and vice 
president of the Tri-State Lumber 
company, Salt Lake City, died 
April 8. 

Mr. Biele began his career in the 
lumber industry with the Sierra 
Nevada Mill company. He became 
associated with the Morrison-Merri!| 
company in 1908. Throughout this 
time he became acquainted wiih 
many lumber manufacturing con- 
cerns in the Northwest. He became 
vice president of the two companivs 
in 1929. 


C. H. White Joins Walnut 
Manufacturers Association 


Charles H. White has been named 
assistant secretary of the America! 
Walnut Manufacturers association 
and will head the organization 
trade extension program, according 
to Burdett Green, secretary-ma 
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aver. Tle reported at Association 
headquarters on March 19. 

\Ir. White comes to his new post 
from Gamble Brothers, Louisville, 
Ky., where he was engaged in prod- 
uct development and research after 
working for several years in the log- 
cing and sawmill activities of that 
company. Previously he had spent 
some time with the U. 8. Forest 
service in the Lake States Experi- 
ment station at St. Paul and later 
had been owner-operator of a cus- 
tom sawing service mill in southern 
Minnesota. He is a 1939 graduate 
in Forestry of the University of 
Minnesota. 

In his new post, Mr. White will 
work extensively in some of the As- 
sociation’s newer activities in “ve- 
neer stabilization” and mill waste 
utilization as well as in cabinetwood 
finishing. The new Association 
headquarters in American Furniture 
Mart, Chicago, has one of the na- 
tion’s finest sample rooms illustrat- 
ing finishes and giving specifications 
for preparing them. Their display 
rooms contain examples of the wide 
range of figure types produced in 
American Walnut. In this field Mr. 
White will work with architects, de- 
signers and manufacturers. 


Joseph E. Ostrander, Gronen 
Sales Representative, Dies 


Joseph Eads Ostrander, 59, sales 
representative for the C. O. Gronen 
limber company, Waterloo, Iowa, 
died April 5. 

Ile had been with the company 
lor over 30 years, and was known 
among retail dealers throughout the 
state of Lowa. Formerly he had been 
vith the Gordon Van Tyne com- 
pany, Davenport, Iowa. 


Chicago, Northwestern R. R. 
Sponsors Forestry Field Day 
\s a part of its program to en- 
ourage the reforestation of non- 
ivricultural land owned by farmers, 
ie Chicago and Northwestern Rail- 
‘ay system is cooperating with the 
ulversity of Wisconsin in conduct- 
ig at Spooner, Wis., April 30, a 
vorestry Field day. The program 
vill provide demonstrations of hand 
ud mechanical tree planting, trans- 
lanting of tree stock, and roadside 
‘evelopment work of the Wisconsin 
iighway department. 


E. W. Daniels Renamed 
Head of Harbor Plywood 

At the annual meeting of the 
voard of directors of the Harbor 
’lywood corporation, Hoquiam, 
Wash., April 10, the following offi- 
vers were elected: Earl Lee Kelly, 
chairman of the board; E. W. 
Daniels, president; Jack R. Rehm, 


vice president; Frank D. Hobi, 
vice president; M. M. Pattison, 
secretary-treasurer. KE. F. Carlson 
was appointed chief accountant. 


Metropolitan Lumber Dealers 
Elect Officers, Directors 


At the annual meeting of the 
Metropolitan Lumber Dealers asso- 
ciates Inc., New York, which was 
held April 15, the following officers 
were elected for the years 1947- 
1948: 

Joseph Cohen, Forest Box & 
Lumber company, president; 
Thomas Rinaldi, Hamarine Lumber 
corporation, vice president; Arthur 
Lutz, F. A. Lutz Lumber & Mould- 
ing corporation, treasurer; George 
Williams, secretary. 

The board of directors include 
Horace Chittenden, Isidore Cohen, 
J. EK. Hurley, Thomas Burton (past 
president), Charles Hersey, (past 
president), Charles Schildknecht, 
William Dreyer, Pryor Kalt, Arthur 
Lutz (past president), Joseph 
Cohen (past president). 


D. P. McLelland, President 
of Wuichet-McLelland, Dies 


David Phillips McLelland, presi- 
dent of the Wuichet-McLelland 
Lumber company, Chicago, died 
March 8, 1947. 


Univ. of Washington Has 
Series of Retail Courses 


On April 3 the sixth in a series 
of retail lumber training courses 
opened at the College of Forestry at 
the University of Washington with 
an enrollment of 36 students. 

This program jointly sponsored 
by the University and the Western 
Retail Lumbermen’s association had 
its inception in the fall of 1945 and 
has since expanded so that similar 
courses are now being given at 14 
other universities in various parts 
of the country. 

The course consists of 30 days of 
class work and field trips and is han- 
dled by a staff of 30 instructors, 
some drawn from industry, others 
from the various departments on the 
campus. All of the graduates of 
previous courses have been placed 
in industry and the results of their 
training have been outstanding ac- 
cording to their employers. 


Edward Frick Names Secretary 
of New Jersey Association 

Edward C. Frick has been ap- 
appointed secretary of the New 
Jersey Lumbermen’s association, 
Newark, N. J. 

Until May 5 he will devote three 
days a week to the work of the as- 
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PAUL B. BERRY 


Wholesale -- Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
KD or AD. Send me your stock 
and price lists. 











Gives Siding Jobs Improved 


Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 














Kokomo, Ind. 





A dependable brand of Maple 
and Birch Flooring that has 
been delivering thorough-going 
satisfaction to customers for over 
35 years. 


ow. WELLS | 
LUMBER COMPANY 


FACT. 


MANY Y¥~RERS 
(MENOMINEE, MICHIGAN © 



















Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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HOUSTON * 


GRATELESS 
AIR COOLED 


REFUSE 


gOsaPpramZz-nZz= 


ENGINEERING SERVICE & ESTIMATES 
FURNISHED WITHOUT CHARGE 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 
HOUSTON 1, TEXAS 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 





MINER’S EDGER WITH SKF BALL BEARINGS 


Lightest running. SPECIAL FEATURES: 


Variable feed for light power, guide rail 


and spurs make STRAIGHT lumber, well- 
balanced mandrel, now creosoted frame. IT 


CLEARS ITS COST IN 30 TO 60 DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 








ATTENTION-- 


CARLOAD PLYWOOD BUYERS 


We Have Cars Of Douglas Fir Plywood 
Write Us Your Needs 


JIM'S LUMBER & BOX CO. 


K1-3693—1246 Firestone Blvd.—Los Angeles |, Cal. 








Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 52 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash &.Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, «il. 











NEW DIESEL ENGINES 
75 H.P. CHRYSLER Industrial Power Unit 


6 Cylinder complete with batteries & 
TWIN DISC CLUTCHES 


OTHERS IN STOCK FROM 15 TO 2350 HP. 


ALJON DIESEL CO., INC. 


Brooklyn, N. Y. 


904 Pacific St. 
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At that time he will de- 


sociation. 
vote his entire time to the organi- 
zaion. 


John Garman, Chicago 
Yard Manager, Dies 


John Walter Garman, 53, man- 
ager of the Gee Lumber & Coal 
company, Chicago, died April 21. 

Mr. Garman had been with the 
company for four years, and prior 
to that time had been with the 
Lord & Bushnell company, Chicago. 
He died in the office of a heart at- 
tack, 


Promotions and Appointments 


J. D. Lona, for the past seven 
years on the staff of the Douglas Fir 
Plywood association, Tacoma, 
Wash., has resigned to go to Colom- 
bia, South America, to assist in set- 
ting up a program of agricultural 
engineering for that country. He 
joined the staff of the association in 
1940 as field engineer and director 
of research in farm uses of plywood. 


Roberts & Mander corporation, 
Hatboro, Pa., has announced the ap- 
pointment of JAMeEs IF. Doran, as 
district manager for Metropolitan 
New York, New York state and New 
Jersey. He has been the sales man- 
ager for New Jersey for over 15 
years, 


The Northeastern Wood Utiliza- 
tion council, New Haven, Conn., has 
added to its staff Dr. Joun P. Chay 
who will serve as research coordina- 
tor. Dr. Clay received his Ph.D. at 
Columbia university. He will work 
in the New York offices. Jonn T. 
BLACKWELL has been appointed as 
New England field representative of 
the council. 


Promotion of two executives of 
Northern Wood Products company, 
David Stott building, Detroit, Mich., 
has been announced. Epwarp A. 
EpsTtEIN was named vice president 
in charge of sales and W. N. Dyk- 
LUIS vice president and comptroller. 
Mr. Epstein has been sales manager 
of the company for the past two 
years. Mr. Dykhuis has headed the 
accounting division of the company 
for several years. 





JAck DretrricH has been elected 
vice president and general sales 
manager of the HomeOla corpora- 
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tion, Chicago. Since the organiza- 
tion of the company he has been di- 
rector of purchasing. 


The advancement of two of the 
sales executives of the Masonite cor- 
poration, 111 W. Washington, Chi- 
cago, has been announced. Ear \. 
IIADLAND, former manager of the 
firm’s Chicago division has been 
made manager of dealer sales, 
ELMER R. GRAEBNER, former man- 
ager of sales for the Cellufoam divi- 
sion, succeeds Hadland. 


Appointment of Joseri F, Kay- 
Lor, Annapolis, Md., as assistant 
executive director of the American 
Forestry association, Washington, 
D. C., has been announced, He has 
been state forester for Maryland 
since June, 1942. 


Gingerr W. Hits has _ been 
named district sales manager at 
Houston, Tex., for the Long-Bell 
Lumber company. Mr. Hills, who 
has been with the company over 2» 
years, succeeds Roy J. BurLer who 
has been named manager of the 
Wood Preserving sales for the south- 
ern division of Long-Bell. 





Frep J. Marer has been ap- 
pointed sales manager of the d- 
monds Brothers Lumber and Supply 
company, Bristol, Tenn. He was 
formerly manager of the Central 
Warehouse corporation, Bristol, Va. 





Josrerir D, Zatser has been ap- 


pointed to the newly created post ol 
sales manager for Prima Products. 


Ine.. it is announeed. He has been 
general sales manager of Columbia 
Wax works. 
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The J. J. Fitzpatrick Lumber 
company, Madison, Wis., has re- 
cently added GrorGE M. Ruvup, La- 
Crosse, Wis., to its sales staff. D. 
Lee Warts has been named general 
manager of the Fitzpatrick Wood 
roduets company, a division of the 
lumber company. 


lL. E. Bartierr, formerly con- 
nected with the New York sales of- 
fice of the American Lumber and 
‘Treating company, has joined the 
company’s central district sales staff 
with headquarters in Chicago. Prior 
to entering sales work, he was su- 
perintendent of the company’s wood- 
preserving plant and served as 
chairman of the company’s postwar 
planning committee. 


Southern Hardwood Producers 
Attend Conference in Memphis 


Lumbermen attending the South- 
ern Hardwood Producers conference 
recently in Memphis, Tenn. were 
urged by speakers to let state and 
national legislators know their stand 
on pending legislation. 

(. Arthur Bruce, past president 
of the Producers and president of 
the National Lumber Manufacturers 
association, suggested that lumber- 
men select one qualified person in 
each organization as the company’s 
labor relations director. 

“Study your employees’ prob- 
declared Mr. Bruee. “You 
must understand their viewpoint if 
vou maintain satisfactory relations 
with them. If you will help your 
employees understand your business 
and its problems, they won't be led 
astray by alien influences.” 

Other speakers urged dealers to 
improve the quality of their prod- 
it, promote conservation and tree 
arming, seek new uses for the prod- 
ucts of their mills and make every 
fort to improve the quality of their 
product. 

Officers re-elected were: H. C. 
Parrish, Richmond Cedar works, 
Norfolk, Va., president; Omar Hil- 
ton, Bradley Lumber company, 
Warren, Ark., vice president ; Calvin 
l). Miller, secretary-manager and EF. 
lt. Butler, publicity director. 


lems,” 


} 
t 
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Companies Announce 

Wrst Coast LUMBERMEN’s Asso- 
CIATION, WILLAMETTE VALLEY 
LUMBERMEN’s ASsocIATION and 
West Coast Bureau or LuMBER 
(RADES AND INSPECTION announce 
the moving of their offices, March 13, 
to Osburn hotel, Eugene, Ore. 





Details of a profit-sharing retire- 
ment plan adopted by MicHiGan 
WHOLESALERS, INc., Jackson, Mich., 


were outlined recently to its em- 
ployees. The plan provides for the 
allocation by the company of a per- 
centage of its net profits each year 


for the use and benefit of its em- 


ployees. 


The Currwoop LUMBER AND SuP- 
pLy CoMPANY has changed its name 
to the Huparnes LUMBER & SuPPLY 
COMPANY, Fort Payne, Ala. The 
personnel of the firm is the same 
as of Nov. 1, 1946. 


——_——_ 


The opening at Baltimore, Md., of 
an AMERICAN LUMBER AND TREAT- 
ING COMPANY plant, designed to al- 
loy wood with creosote, Wolman 
salts and Minalith flameproofing 
salts has been announced. 


The ownership and management 
of the F. D. Kets MANUFACTURING 
COMPANY, Beatrice, Neb., was taken 
over April 1 by the S & S MAnurac- 
TURING COMPANY. The corporate 


name will remain unchanged. New 
officers are Frank J. Stangler, 


president ; George J. Schaefer, sec- 
retary and treasurer; Arthur B. 
Burke, vice president and Howard 
EK. Littrell, assistant secretary. 


IT. G. Robbins has announced the 
opening of Roppins MerAts, a com- 
pany which will make aluminum 
building materials—siding, roofing, 
door and window trim. The com- 
pany will be located in Spokane, 
Wash. 


THArBbor PLYWOOD CORPORATION, 
Hoquiam, Wash., announced the 
purchase of over 26,000 acres of vir- 
gin timberlands in Skamania 
county, Wash. 


A. J. Eken Named Chairman of 
Building Officials Foundation 


The board of governors of the 
Building Officials foundations, es- 
tablished in Memphis last fall by 
the Building Officials Conference of 
America Ine., at its organization 
meeting, March 6, elected Andrew 
J. Eken, president of Starrett 
Brothers & Eken, New York, chair- 
man of the board of governers and 
chairman of the foundation’s execu- 
tive committee. 

The foundation announced a six- 
point program for building code re- 
forms, with the purpose of having 
a country-wide, uniform code estab- 
lished, and local codes kept up to 
date. 
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ADVERTISING 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
— style. No cuts or special borders allowed. 
or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge $2.00 
For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 


Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 


Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 


There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 


When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED | 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and ite Pine. Steady work, 
union scale. Addess E-42, American Lumber- 
man. 





WANTED: Cabinet makers, sash and door 
men, moulder and shaper operators to work 
in a modem, well et union shop. High 
wages paid with excellent living conditions 
available. Apply: A. Mason & Sons, Inc., 
Peru, New York, 





MILL SUPERINTENDENT—Capable of taking 
full charge of mill, detailing of stock and 
special millwork. Estimating experience pre- 
ferred but not necessary. Ric MOND LUM- 
BER CO., RICHMOND, INDIANA. 








Retail Yard Manager wanted for progressive 
yard. Must know thoroughly lumber, mill- 
work and building materials. Must have 
pleasing personality, sales ability, understand 
purchasing, and be able to supervise em- 
ployees. Medium sized expanding city in 
eastern Wisconsin. Exceptional opportunity 
for right man. If you want to work for pleas- 
ant superiors, and have a good permanent 
job write K-60, American Lumbermen, Inc. 
All replies kept confidential. 





ARKANSAS MILL: Man thoroughly familiar 
with saw mill business. Knowledge of oper- 
ating planer desirable. Good salary and if 
satisfactory will arrange for part interest in 
business. Krebs Lumber Co., Springfield, III. 





By large highly rated wholesaler—a high 
class buyer to cover Georgia and Alabama, 
must be well acquainted with and in good 
standing with best mills and thoroughly ex- 
perienced in Yellow Pine, particularly car 
material. Give age, experience and refer- 
ences. Good proposition to right party. Ad- 





dress K-77, American Lumberman, Inc. 
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HELP WANTED 








ESTIMATOR-MILLWORK, must be thoroughly 
familiar with high class residence. church, 
school and public building work. Write—Mr. 
Leonard, Harris Brothers Co., 1349 W. 35th 
Street, Chicago 9, IIl. 





Attractive proposition for young aggressive 
lumberman to handle retail lumber sales and 
allied items for medium-size mill producing 
ine lumber and hardwood flooring located in 
ississippi. If you are young and aggressive 
and know the retail lumber business, state 
age, qualifications, and past experience. All 
replies treated in confidence. Address K-70, 
American Lumberman, Inc. 





WANTED: Wholesale Lumber Salesman to sell 
mostly Soft Woods in the Philadelphia and 
surrounding territories. Preference given to 
former experience and familiarity with terri- 
tory and customers. Shipments would prob- 
ably be made by both water and all rail. 
Write to P. O. Box 1192, Boston, Mass. 





Wanted: General foreman—one who can 
handle men and get production in a general 
millwork plant making all kinds of special 
millwork and employing from 50 to 60 men. 
State age. experience and give references 
and salary expected. Reply Box K-41, Ameri- 
can Lumberman, Inc. 





Young man with some experience as assistant 
manager and accountant of retail lumber and 
coal company. with a view of management 
soon as possible. Splendid opportunity for 
right man. Address F-23, American Lumber- 
man, Inc. 





JOB OPPORTUNITY 
Wanted lady steno-bookkeeper with lumber 
exnerience—preferably wholesale—Job will re- 
quire executive connection with Wholesale 
Lumber Company located in the South. Ad- 
dress K-68, American Lumberman, Inc. 





Are you ambitious? Have an opening for 
a good retailer, town of 2,000 in Southern 
Missouri; wonderful climate. fruit growing 
and general agriculture, within twenty miles 
of big town. Would sell interest to be paid 
for out of profits if man is satisfactory. 
Write K-69, American Lumberman, Inc. 





Nationally known company established over 
45 years needs Hardwood Lumber Buyer with 
good mill contacts to travel Southern terri- 
tory with car. Salary and expense arrange- 
ment. Write us about yourself giving ex- 
perience, also references. Address K-63, 
American Lumberman, Inc. 





WANTED: Shivping Clerk for Mill and Con- 
centrating Yard in good town in south-central 
Mississippi. Moves million and half to two 
million feet mixed pine and hardwood. Look- 
ing for man experienced, ambitious and not 
teo old, as want to promote him if he shows 
ability and fitness for the place. State salary. 
previous record, age and any other informa- 
tion that will help us to pass on your ability 
to hold place. If you are interested in a 
permanent place this may interest you. Ad- 
dress K-61, American Lumberman, Inc. 





List Estimator for Florida Sash and Door Job- 
bers office. Seek relatively young man with 
some millwork experience. Must be able to 
take off from ordinary stock plans and prefer- 
ably able draw simple details. No compli- 
cated special millwork involved. Write giv- 
ing full details, age, education, complete past 
employer references, experience, ability, start- 
ing salary expected and when could report 
for duty. Address K-74, American Lumber- 
man, Inc. 





CABINET MEN 
Want to employ first class cabinet builders. 
Permanent employment to good men. ° 
Townsend, Townsend Sash, Door & Lumber 
Co., Lake Wales, Florida. 





Needed at oncel—Millwork biller and detailer. 
Must have good knowledge and experience 
in billing and detailing for kitchen cabinets, 
store fixtures, door and window frames, and 
other items in the custom millwork line. This 
job has an excellent future for the right man. 
We employ 25 men and operate on 20,000 
feet of floor space equipped with the latest 
machinery. tite or telephone us at once, 
stating full qualifications, past experience 
and present or last salary. EBENREITER 
WOODWORKING COMPANY. Sheboygan, 
Wisconsin, Phone 5821. 





Wanted Experienced Lumber Yard Foreman. 
Retail. Send picture. when available. aae. 
references, salary expected. W. G. BROWN 
LUMBER & HARDWARE CoO.., 335 So. Santa Fe 
Ave., Pueblo, Colorado. 
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HELP WANTED 





WANTED: Saw Filer and Sawyer 6 Ft. Band 
Mill, South Georgia. P. O. Box 1498—Atlanta, 
Georgia. 





MILLWORK SUPERINTENDENT 


Want to employ, experienced Millwork Super- 
intendent who can estimate and detail and 
bill. Nene but highly competent man need 
apply. Florida. Address K-36, American Lum- 
berman, Inc. 





Wanted: Experienced detailer and biller ca- 
pable of listing millwork from plans, by old 
established architectural woodworking plant 
located in central Ohio. Permanent position 
for experienced, capable man. State age, 
training. experience and salary expected. 
Must have good references. Reply Box K-44, 
American Lumberman, Inc. 





PLANING MILL SUPT. & MOULDER MAN 


A top salary for capable man in a new mill 
equipped with Matcher—Moulder—Planers— 
Saws—All new modern machines. DOUGH- 
ERTY LUMBER CO., Cleveland 5. Ohio. 





HELP WANTED 


Foreman for Cabinet Department employing 
20 to 30 men. Must be competent to handle 
labor to advantage. Also, familiar with lay- 
ing out, detailing and piece billing all kinds 
of cabinet work for buildings. Ours is a 
Union Shop. If you are competent to handle 
this job, write us fully. giving experience, 
age, nationality and family status and state 
salary expected. Interior Woodwork Com- 
pany. 9319 West Bruce Street. Milwaukee 4, 
Wisconsin. 





WHAT HAVE YOU 
TO SELL? 


WHAT DO YOU 
NEED? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES tor 
only $5.40. 


To reach the next issue 
mail your copy NOW! 


AMERICAN LUMBERMAN, Inc. 
139 N. Clark St. 
Chicago 2, Ill. 





SALESMEN 


Do you call on lumber yards? Add to your 
line fast-moving. nationally advertised DUO- 
SASH Double-hung Combination Screen and 
Storm Sash Windows for new construction. 
Liberal commission. Live territories open. 
Write, wire or phone E. A. Epstein, Sales 
Mar., Northern Wood Products Co., Holland, 
Michigcn. 





WANTED: Foreman and setup man for plan- 
ing mill in south-central Mississippi. ood 
town, pleasant living conditions. ave new 
Yctes-American machines and resaw. Can 
offer good honest man a proposition. Look- 
ing for some one who knows his business and 
will take an interest in the work. Looks like 
permanent job to the right man, as we want 
to keep making and selling lumber. State 
age, references and previous work, also sal- 
cry you want to start. Replies contidential. 
Address K-62, American Lumberman, Inc. 





SITUATIONS WANTED 
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LUMBER YARD MANAGER 


Thorough knowledge in lumber and building 
material. Able to design small homes and 
estimate. Know how to sell and meet public, 
Salary and commission. Address K-43, Ameri- 
cen Lumbexman, Inc. 
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Position Wanted 


Salesman with large tollowing among dealers, 
architects and contractors in Upstate New 
York and part of New England desires to 
make a change. Confident he is in position to 
substantially increase your sales. With pres- 
ent connections several years, but for very 
ood reasons a change is desirable. Address 
f24, American Lumberman, Inc. 





PRODUCTION SUPERINTENDENT 


Woodwork, custom or stock, 20 years’ ex- 
perience. Able to design, bill detail. cost, 
estimate. Available April 1. A-l references. 
Address K-42, American Lumberman, Inc. 





SALESMAN 


Background of experience covers 24 years. 
Experienced estimating and detailing mill- 
work, drawing house plans, selling wholesale 
and retail. Honest, reliable, good references. 
Minnesota or Northwestern states preferred. 
Address K-66, American Lumberman, Inc. 





Wanted: Position as lumber yard manager in 
town of 5,000 to 15,000. preferably with op- 
portunity, if satisfactory, of buying an inter- 
est. 18 years’ experience manager lumber, 
feed, building materials. Address Box 324, 
Libertyville, Illinois. 





Want position as manager millwork manufac- 
turing or jobbing business. Write E-48, 
American Lumberman, Inc. 





Young man, veteran, college, retail lumber 
experience, desires position in wholesale 
lumber sales work. Address K-65, American 
Lumberman, Inc. 





RETAIL LUMBERMAN: Eighteen years di- 
versified experience including management, 
sales and merchandising. Desires position as 
assistant to owner or in any capacity where 
services can best be used. Eastern location 
preferred. Excellent references. Address 
K-78, Americcn Lumberman, Inc. 





Experienced lumberman—45 years of age. 
Twenty years in the hardwood field wishes 
buying or selling position with well rated 
mid-western firm. Address K-71, American 
Lumberman, Inc. 





LUMBER & DIMENSION WANTED 








LUMBER AND LOGS WANTED 
Southern Hardwoods: 
50,000’ No. 1 Common and Better, Pln or Qid 


Sap Gum. 
50,000‘ No. 1 Common and Better, Pln or Qid 
Black Gum. 
50,000’ No. 1 Common and Better, Tupelo. 
50,000’ No. 1 Common and Better, Red Oak, 
soy, 4/4°. 25% 8/4". 2% 8/4". 
To be NHLA inspected for buyer’s account. 
Appalachian Hardwoods: 
150,000‘ No. 1 Common and Better, Pln Red 


Oak. 
150,000’ No. 1 Common and Better, Pln White 


Oak. 
50% 4/4°°. 25% 5/4. 25% 8/4". 
To be NHLA inspected for buyer’s account. 
500,000‘ Oak Switch Ties 6'’x10"’. 
100,000 Oak Car Material. 
ERNEST SEIDELMANN CORP. 
Woolworth Bldg., New York 7, N. Y. 





Wanted—Cottonwood No. 1 Common pre- 
ferred. dry and/or part dry. percentage of 
lower grade considered—4/4 D2S & Resawn, 
5/4 D2S & Doser ng D2s, - — hr meg 
supvlying machinery for year roduction o 
Beverage Box Shooks. SMITHLIN BOX & 
~~ CORP., 79-01 7lst Avenue, Glendale. 
eS 





LUMBER WANTED FOR EXPORT 


Oak Lumber 4/4 preferably white No. 1&Sel. 
Airdried for export. Big quantity of foregoing 
for present quarter of year. Quote Red sepa- 
rately. Also No. 2 separately. Advise now 
what will be able to furnish. Address K-45, 
American Lumberman. 
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